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A*“hand-stitched” pump. 
Made over famous 
Red Cross Limit Last 
by 
The United Shoe Corp. 
Cincinnati, Ohio 
Hubschman’s Tandrite 
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September will be a banner month for Vitality dealers! 
Included among Vitality messages next month will be 
three full pages in three leading magazines . . . on the 
newsstands on three red-letter days! 

Be sure to see Vitality’s distinctive messages . . . in full 
color in the September issue of The Ladies’ Home Journal, 
on sale Friday, Aug. 28 .. . and in black-and-white in the 
September issue of Harper’s Bazaar, on sale Tuesday, 
Sept. 1, and the September 14 issue of Life, on sale 
Friday, Sept. 11. 

Here is a powerhouse array of dramatic merchandising 
of the type that is making the name Vitality synonymous 
with fashion, comfort, and value . . . that is building tre- 
mendous consumer acceptance and demand. Smart 
dealers will tie in with these red-letter days—for a banner 
month in September and the fall and winter months 
to come. “ 


st 
Help Uncle Sam! Buy U. S. War - SHOE. S 
Savings Bonds and Stamps 


MADE BY AMERICA’S LARGEST SHOEMAKERS 


VITALITY OPEN ROAD SHOES CHILDREN’S VITAPOISE 
for Outdoor and Complete widths and sizes 
Campus Wear Priced according to size 
$5.50 and $6.00 $2.50 to $5.50 





VITALITY SHOE COMPANY — Division of International Shoe Co. — ST. LOUIS, MO. * . . 
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Here we are... all one happy Evans Leather family. 





On your right, our newest member, just arrived, and in the pink of condition, Jimmy Pig! 


We have long admired Jimmy from a distance (he used to live in Milwaukee ’til Evans y 


took over the outfit and Jimmy moved to Camden). Now he belongs 
to our gang... and we like him. Jimmy Pig Leather is a tough leather ~ 
— and, boy, do you have to be tough these days! It’s a fine looking 
leather, too. There’s lots of it for civilians — and that’s important. 
Give a great big hand to Jimmy— because Jimmy has got something 
to give you in your shoe business (bag business, too). Wait and see 


—or better yet, don’t wait. Send for Jimmy Pig samples now! 


© 1942, JOHN R. EVANS & CO., CAMDEN, N.4 











Then there’s me, too — I\'m Brogi. I stand for goatskin—and goatskin stands for 
something important in today’s picture. For stamina the new tannages are hard to 
beat. For suppleness they’re way out front. Men like the look and feel of goatskin. 


Women, too, for the kind of footwork they do today. 








And another ‘me, too,” for Evaline, the original Evans Kid—Evaline represent- 
ing the fine smooth kidskin that always did and always will have its place in 
dainty shoes, comfortable shoes for women that are feminine some moment every 


day — war or no war. 





, 


We three, Evaline, Brogi and Jimmy Pig, salute all of you smart 
shoe men . . . who know good things when you see them! 


E-smntidouitlies 








Localized Tat Factories 


-sheemanufactsncrs -Camevicans afoot -the Wari fort 


Partofthe United Last Company's 
manufacturing facilities are en- 


United Last Factorics — eight of 
them, were established in im- 
portant shoe centers to provide 
shoe manufacturers with quick 
service and the close communi- 
cation desirable throughout the 
exacting stages of model last- 
making and trial shoemaking. 
Today, in retail stores every- 
where, the shoes of many manu- 
facturers are making or main- 
taining a reputation for fine fit in 
all sizes and widths because they 
are made over United lasts. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


4 





Millions of shoes on the active 
feet of young and old Ameri- 
cans—students, workers, house- 
wives, and Service men, fit bet- 
ter because of localized United 
Last service. 

The nation-wide organization 
which provides each United Last 
Factory with current style infor- 
mation and the latest technical 
improvements in last-making, 
also lends strong support to the 
craftsmen at work making “Fit 
Foremost Lasts.” 


FITZ BROS. CO., Auburn, Maine 
UNITED LAST CO., Brockton, Mass. 

T. W. GARDINER CO., Lawrence, Moss 
STEWART & POTTER CO., Brooklyn, N. Y 


gaged in war production, bur 
each United Last Factory is still 
providing the complete last serv- 
ice which shoe manufacturers os- 
sociate with the name “United.” 
Shoe center location means that 
local transportation can be uti- 
lized for quicker deliveries. 
Conflict is avoided with ship- 
ments being made on main trans- 
portation arteries where essential 


war materials have first call. 
EMPIRE LAST WORKS, Rochester, N. Y. 
KRENTLER BROS. CO., St. Louis, Mo. 


KRENTLER BROS. CO., Milwaukee, Wis. 
UNITED LAST CO. LTD., Montreal, P. O 
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Introducing 


@ A basic advancement in walking 
shoe comfort... 


@ Born of the necessity for conserv- 
ing choice sole leather. 


“Tank-Tread” soles, assembled from many small 
sections of leather, resemble the caterpillar 
treads of Uncle Sam’s new baby tanks. But it’s 
what happens when your customers get them 
on their feet that tells the story. In walking 
each tread acts separately, as a small hinged 
section, which means wonderful new flexibility, 
spring to the step, an amazing new softness. 


Tested under all conceivable work and wear 
conditions Tank-Treads are moisture-resistant, 
hold their shape, wear well, and yield un- 
dreamed-of dividends in comfort. We consider 
Tank-Treads one of our most ingenious achieve- 
ments in shoe making. They are now being 
offered to dealers featuring shoes of E. P. Reed 
quality. 


E. P. REED & CO. 


ROCHESTER 


NEW YORK 
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THE FOOT SAVER 


GYPSY 


The most widely copied, the most widely imitated shoe ; 
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ever designed. And the most consistently popular! Now, 






more than ever, Foot Saver Gypsies are the exact type ; 






of shoes your customers want for beauty and for duty. 






THE JULIAN & KOKENGE COMPANY 


COLUMBUS, OHIO 
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Florsheim advertisements 
like this have appeared in 
the nation's leading mili- 
tary publications for the 
past year-and-a-half. 
This season's campaign 
will be bigger than ever! 





TO RETAIL AT 


Heres Way 5 DS a 


Florsheim Dealers find our Military Shoes the easiest to sell 
... not only to officers in the Service... but to well-dressed 


civilians (many awaiting commissions) who want shoes 
they can wear with either business clothes or uniforms. 


THE FLORSHEIM SHOE COMPANY e MANUFACTURERS «© CHICAGO 


Makers of Fine Footwear for Men and Women 
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Lord Mier 


oad Smart Spectators of polished leathers that 
erase strict distinction between war activities 
and occasions of relaxation—suitable for 





wearing with suits and dresses of the 
season's all-cround-the-clack 
ensembles, today's basic note in the feminine 
wardrobe. 






3431-2 
CLEAREDGE. 

NAVY ELASTE CALF 
106 LAST 20/8 HEEL 











3420-1 

COUNTRY SPORTS 
TURFTAN ELASTE CALF 

TOPLINE TREATMENT—U.S. PAT. NO. 2,240,816 
106 LAST 20/8 HEEL 


WNationalli Advertised 


SAVE—BUY WAR 
STAMPS AND BONDS 


TWEEDIE FOOTWEAR CORPORATION © JEFFERSON CITY, MISSOURI 
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TIME is money. You are going to 
find that out as never before; and 
it’s about time for you to talk to 


your customers about shopping 
time. Not so long ago, 40 per cent 


of the week’s business might have 
been done on Saturday alone. What 
was the result? Slow, sluggish, 
drifting hours five days a week 

super speed and careless fitting by 
Saturday extras and by the regular 
men, too, in the rush 
Saturday’s selling. Well, you can’t 


hours of 


make money on that kind of timing 
because you can’t get the competent 
Saturday men and you can’t afford 
to keep more men than you need, 
just for peak selling days. 








Start in now and indicate to the 
public that it is actually patriotic 


for them to buy before twelve 
o'clock in the morning. If you are 


in communities where they have 
war plants, you may have to shifi 
your opening and closing hours on 
certain days of the week so that the 
best salesmen can come in at noon 
and get through at 9 P.M. 

Some of the big stores are rear- 
ranging selling hours to suit the 
convenience of shopping workers. 
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If war workers, with money in their 
pockets, want to buy useful foot- 
wear during the shopping hours of 
the evening, who are you to stay in 
the “rut of time regularity?” 

One of the greatest examples of 
time selling comes over the air in 
the broadcast by the telephone com- 








panies. In order to help the war ef- 
fort, long distance calls are dis- 
couraged except on this time sched- 
ule, ete. . . . Constant reiteration has 
impressed that on the public. The 
voice over the air says: “Use the 
telephone before ten in the morning, 
between twelve and two in the after- 
noon and after seven in the even- 
ing.” Figure it out for yourself 
how many pressure hours are there 
then on the telephone circuits? Two 
hours in the morning and two hours 
in the evening. The public can be 
silent during those hours so that 
military production may take over. 
It isn’t too much to ask and what's 
more, it actually spreads out the 
telephone work hours and revenue 
and it’s a good, patriotic thing as 
well. 

By the same token, inducement of 
service to the public in the odd 


AUGUST 29, 1942 









the tr ade 


hours cuts your overhead and gives 
the public more and better for its 


money. 
e . a 


PAUL M. O'LEARY, deputy ad- 
ministrator in charge of rationing, 
says: 

“Rumors that OPA is going to 
ration certain specific commodities 
are not true. A competent dis- 
charge of our duties requires that 
we be ready to meet any emergency 
as it arises. We launch new ration- 
ing programs when the War Pro 
duction Board finds shortages exist- 
ing in the supply of the commodity 
or article affected, and orders us to 


start rationing. We are the techni- 
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cians. We're trying to be ready 
with the right machinery the minute 
it is needed. 

“We are planning the rationing 
machinery for many commodities in 
which there is no present need for 
rationing. In this respect, we're 
like the fire department. It gets 
its fire-fighting equipment ahead of 
time so when the alarm sounds, they 
don’t have to go shopping for a fire 
engine in order to go to the fire. 

“The present advance planning is 
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the working out of a universal ra- 
tioning book which, placed in the 
hands of every citizen in the coun- 
try, could be used for the rationing 
of any commodity or article in 
which a shortage occurred.” 


* * * 


HARRY J. EVANS, of Los Angeles, 
Calif., says: 

“My daughter recently received a 
letter from a marine serving over- 
seas. Here’s what he writes: 


“One boy here, in discussing the 
dainty native girl he was dancing with 
proudly claimed she could get her feet 
into his field shoes without much trouble. 
He wears a 10 F. They are all splay- 
footed and husky enough to make better 
than average wrestlers. I have my laun- 
dry (whenever possible) done by the 
natives. They usually get it pretty clean, 
or if it is really dirty they send it back 
in a sadly pulverized state. Clothes do 
wear out fast here but Uncle Sam keeps 
us constantly supplied with new issues. 

“*At present I have plenty of every- 
thing. We wear nothing but Summer 
khaki, naturally. A pair of stout field 
shoes lasts about three weeks. For a 
while I was nearly barefoot, but in the 
nick of time plenty of new shoes arrived.’ 





“You can gather from this letter 
that we people in the shoe business 
should do what we can to conserve 
leather from now on. If shoes wear 
out in three weeks in the jungle, the 
Marines will need plenty of shoes 
from now on. ; 

“In a recent article I read in the 
Boot anp SHoE Recorper, I saw 
where it required nine pairs of shoes 
per year for the average soldier but 
the average Marine fighting in the 
jungles would require at least sev- 
enteen pairs of shoes per year. That 
gives us plenty to think about to 
make people conserve their shoes 
more in the future.” 


. * * 


“THE Ohio Plan” idea originated 
with the Ohio Council of Retail 
Merchants of Columbus, Ohio; and 
calls for volunteer action by a rep- 
resentative group of merchants 
working with fellow merchants, ex- 
plaining the elements of the pro- 
gram and checking the degree of 
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A Little Each Day 








—A farmer was seen lifting a husky 
young calf on his shoulder. 

—When he was asked how come he 
could do it, he explained: 

—"'I've lifted the little critter every day 
since it was born. | didn't notice 
any difference in weight from day to 
day. Just got accustomed to it, 
that's all." 

—lIt's only by accumulating trifling 
bits of experience from day to 
day that we finally acquire the 
ability to carry the load of re- 
sponsibility that time imposes 
upon us. 

—Every little bit added up to what 
we've got makes a little bit 
more— 

—And that's the basis for the new 
crop of business leaders who will 
take command of the Ship of In- 
dustry in the World of Tomorrow. 


SUT 
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compliance with the Government’s 
price regulations. 

Each of the volunteer workers, 
called “Compliance Minute Men,” 
is furnished with a manual, which 
explains the price control program 
and gives explicit instructions as to 
the procedure to be followed. It 
contains a sample copy of the check 
sheet, to be completed by the vol- 
unteer at the time of each call. 

Generally, the plan calls for each 
volunteer to assume responsibility 
for contacting from 10 to 50 other 
retailers. His job, however, is not 
finished with the initial call, for he 
must check back in about ten days 
to determine whether full com- 
pliance requirements have since 
been met. By using the Ohio Plan, 
according to George V. Sheridan, 
Executive Director of the Council, 
“Ohio retailers have an opportunity 
to forestall official action by OPA, 
and a chance to put their own house 
in order, to avoid a later crack- 
down.” 


Bic organizations are big in many 
ways. They don’t like to tell about 
it but somehow it comes out. 

Nearly a dozen years ago a sales-; 
man in a chain store put up a battle 
for the cash and the robber shot 
him good and plenty. For all these 
years the man has been on the pay- 
roll; now and then he had to go 
back to the hospital for subsequent 
iepairs. He had to leave New York 
for reasons of health. The warmer 
climate of Florida has helped some- 
what but there is always that recur- 
rence of trouble. Somehow or other, 
the chain organization finds it out 
(even though he is reluctant to 
speak about it) and friendly letters 
are sent and the doctors’ bills taken 
care of. Truly, there’s a big heart 
in big business and this one is the 
biggest of its kind in men’s shoe 
chain store retailing. 

Only yesterday we dropped into 
9» sample room in the Marbridge 
Building and visited with a sales- 
man therein. He too had been in 








the hospital, a full two months or 
more. One of the big officials from 
a big concern in St. Louis came on, 
gave reassurances to the salesman 
and his family; the salesman’s in- 
come continued, his doctor’s bills 
were taken care of and when the set- 
tlement date for the commissions 
for the season rolled around, lo and 
hehold—there was a sizable check 
—this despite the fact that an extra 
man covered the territory while the 
salesman had been abed for a pe- 
riod of two months. Again the big 
heart in business. There are signs 
of it everywhere. 

From down Nashville way comes 
a story about two blind sisters. This 
is years and years ago. They ap- 
plied to the factory for positions. 
The application was made so sin- 
cerely and with so much confidence 
that instead of turning them down, 
the manufacturer told them he 
would let them know. He said he 
almost went crazy trying to find a 
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way of telling them he had no such 
position for the blind; and yet he 
wanted to soften the refusal. Then, 
one day the idea came to him that 
all his life’s shoe experience was 
more or less upset by the careless 











inspection of the shoes for lasting 
tacks. Even people with eyes let an 
untold number of lasting tacks slip 
by in shoes. So why not, he con- 
sidered, try these two blind girls? 
If their senses were so much keener, 
why couldn't they feel for the last- 
ing tacks and do a better job than 
people who could see? He hired 
these two sisters. He furnished them 
with real lamb’s wool mittens to 
put on their hands and run into the 
shoes, and do you know, neither 
girl ever had one single shoe come 
back for lasting tack errors. The one 
sister still works at this lasting tack 
inspection job which has now lasted 
onto 16 years. The other sister died 
five or six years ago. 

It’s a wonder more intelligent 
blind people haven't been broken 
into this particular job. Especially 
so in view of all the grief, enemies 
and law suits brought about when a 
lasting tack is left in a pair of shoes. 


r * ~ 


IF you want a good poster 30 in. x 
40 in., four colors, get in touch with 
Irving Davis of the American 
Weekly, 959 Eighth Avenue, New 
York City. It is one of those 
“worker, tank and airplane” pic- 
tures to dominate the background 
of your window. It reads: “We 
Salute the Fighters on the Produc- 
tion Front. Twelve Workers on the 
Production Front Are Needed to 
Keep One Soldier on the Firing 


Line.” 
* * * 


IN this forum for ideas we started 
something when we indicated that 
the barefoot behavior of women will 
have an effect upon footwear. All 
sorts of comments have come to 


hand. 
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- H. R. Ulman of Brooklyn, N. Y. 
applied for a patent on a medicated 
try-on sock to be used for trying on 
shoes only and then discarded. 

Another merchant writes that he 
has had considerable experience 
with fitting shoes onto bare feet and 
has found that this new antiseptic 
foot powder, Quinsana, has within 
it not only all of the merits of the 
foot powder that we used to use so 
freely in shoe stores as an aid to 
fitting; but it has a claim to being 
an effective medication against ath- 
lete’s foot. 


* * af 


RALPH HINCHLIFFE, 
of the Burson Knitting Company, 
Rockford, Ill, finds the problem of 
a slipper-footed sock just another 
opportunity to make a knitting ma- 
chine do tricks. Those little invisi- 
ble socks that go within a shoe have 
a two-fold war problem to solve. 
First—where to get the elastic to 
make a proper binding at the top 


president 





so that the sock won't roll down and 
under the foot. Second—to shape 
it and to make it salable at a low 
price; because, believe it or not, 
hosiery prices are relative. A full 
length stocking commands a certain 
price but the public (when it buys a 





very little sock that is hidden within 
the shoes) wants to pay only in 
proportion to the material used 
rather than the importance of its 
utility. 

At any rate, there are more and 
more people interested in finding a 
solution for the barefoot girl. Some 
go to the extent of saying that the 
school girls and college girls will 
go stockingless the Winter through 
but the real problem will head itself 
up next Spring. 
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“I'll take them if you include a spare right shoe. Junior is a scooter fanatic.” 











* Washington Newsreel * 


ONCE OPA approval has been obtained, retail chain 
stores operating under a central purchasing and pricing 


policy may continue the policy in the determination of © 


maximum charges for any article or service covered by 
OPA regulations. Authorization to this effect has been 
granted by Price Administrator Henderson and was set 
forth in Supplementary Order No. 13, effective Aug. 17. 
The order extends an earlier provision that had been 
incorporated in the General Maximum Price Regulation 
to services and to commodities covered by any other 
OPA price regulation. 

Under the order permission was given a retail chain 
—consisting of two or more stores—having an estab- 
lished practice of selling commodities or services at uni- 
form or substantially uniform prices to apply to OPA’s 
Retail Trade and Service Division for determination and 
use of uniform maximum prices. When and if granted 
the request will be accompanied by instructions with 
respect to the exact method to be followed. 

“This provision will enable chain stores to continue 
a uniform price merchandising policy,” Mr. Henderson 


said. “In so doing it will centralize responsibility for 


compliance with OPA ceilings and thus simplify enforce- 
However, it will not be used to grant relief for 


hardship, since ample provision for this already exists.” 
a * * 


ment. 


PRIMARILY the order will be used in two types of 
cases: (1) to permit a retail chain to continue central 
pricing for new products not carried during the base 
period, and (2) to average out occasional differences 
in prices where some outlets in a chain deviated from 
the established uniform price and were frozen upon a 
limited number of items at slightly non-uniform price 
ceilings. 

It was pointed out that OPA regulations make each 
individual outlet a seller with its own set of ceiling 
prices. Without Supplementary Order No. 13 each out- 
let selling goods or services not handled during the 
base period would have to determine its ceiling inde- 
pendently, in some instances by reference to prices 
charged by competitors. In time, it was explained, this 
practice would bring a substantial number of price 
variations among members of a chain selling identical 
goods or services normally priced uniformly, which 


< = 
LONDON BOYS LEARN SHOEMAKING 


In connection with the London evacuation scheme, a 
camp school has been established in Hertfordshire by the 
London County Council, where boys from all parts of the 
great city, besides receiving a normal education, grow 
their own vegetables, rear their own rabbits and poultry 
and help on the local farms. All boot and shoe repairs 
for the 250 boys in the camp are done in the boys’ own 
repair shop, where they are taught this useful work. 
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SERIOUS SOLE LEATHER SITUATION 
STRESSED BY MANUFACTURER 


A prominent shoe manufacturer writes BOOT AND SHOE 
RECORDER as follows: 

“Several weeks ago there appeared in the RECORDER 
an article which seemed to indicate to many of the retail- 
ers that the sole leather situation was easing consider- 
ably and that soles were easy to get. The writer read the 
article and did not so take it, but we had several letters 
from retailers. 

“We are wondering whether a candid expression of 
the actual conditions in your paper would not help con- 
siderably. Our feeling is that most of the retail trade do 
not today realize the seriousness of the sole leather situ- 
ation and there are some big dealers included among those 
who apparenily fail to understand. 

“Do you know that out of the beautiful sole leather that 
we have here we can get probably 12 to 15 pairs of 
soles per bend and that 7 to 9 pairs of them must be given 
to the Government for the stock pile? You also know that 
heretofore we could buy men's soles and these are prac- 
tically withdrawn today. You also know that very few sole 
cutters have been cutting boys’ soles, so that we were 
obliged to cut our own, but now we are severely curtailed 
by demands of the Government. We are not complaining 
about these demands, but we are just calling them to your 
attention and we do not believe that the rank and file of 
the retailers realize the seriousness of the situation. 

“According to published reports in trade papers, it will 
no longer be possible to make soles after a certain date 
from tire friction, which made the best composition soles. 
Heretofore, when there was a shortage in leather, we 
could use rubber or some composition of rubber, but now 
there is a serious scarcity of rubber as well.” 





variations would cause substantial confusion both in 


compliance with and enforcement of price ceilings. 
. . * 


THE Conservation Division recently published an ap- 
peal by S. J. Dunaway, Chief of the Retail and Whole- 
sale Trade Section of WPB’s Service Branch, asking 
wholesalers and retailers to make a clean sweep-up of 
critically needed scrap material accumulated in their 
storerooms and shops. 

“There are nearly 2,000,000 retail distributors and 
over 100,000 wholesale distributors of all types, through- 
out the United States, and I am certain,” said Mr. Dun- 
away, “that every one of them has a lot of old damaged 
merchandise gathering dust in odd corners and an ac- 
cumulation of discarded, used and broken metal equip- 
ment which should be added to our nation’s scrap stock 
pile. Burlap bags, old rope, rags, and rubber hose, tires 
and other salvagable articles can be found on every dis- 
tributor’s premises. I am sure that if the merchant 
knew that the old stove lying broken up and useless on 
his scrap pile would make ten 4 in. shells, that the aban- 
doned radiator will make seventeen .30 caliber rifles, 
and that the leaky wash pail will make three bayonets, 
he would collect every bit of salvagable scrap in his shop 
or storeroom and start it on its way to becoming valu- 


able war material.” 




















Stay-at-Home Clothes 
Featured in Style Show 


Above: Indicative of the trend to replace- 
ment in fabrics for wearing apparel in- 
cluding lounging robes is this man-tailored 
housecoat shown during the Fall apparel 
market. Of a waffle weave pattern, the 
robe is made of 100 per cent Aralac fabric, 
a protein fibre made from a milk base. 
The robe was shown with matching scuffs. 


“STAY-AT-HOME” Americans, par- 
ticularly women, will demand more 
lounging apparel than ever before this 
Fall and Winter and will ask for it in 
the form of pretty housecoats, negli- 
gées, robes and lounge suits, a demand 
which is bound to be reflected in 
increased popularity for appropriate 
footwear. This growing trend was 
graphically illustrated at the style show 
presented by The Merchandise Mart, 
Chicago, during the annual Fall Ap- 
parel Market held during the first week 
in August. At the same time college 
shops in the city’s department stores 
were showing a wide range of lounging 
apparel. 


Right: Robe and gown of Windsor 
Pink regency royal crepe among the 
new styles in lounging apparel shown 
on the runway at the style show staged 
by the Chicago Merchandise Mart dur- 
ing the recent Fall apparel market. 
Satin boudoir slippers to match are 
worn with the ensemble. The wide 
fitted waistband of the robe is accented 
with double rows of narrow cotton 
fringe. Same trim is repeated above 
and below gathers at the shoulders. 


Showing of Fall Styles by The Merchandise Mart in Chicago Put 


Strong Emphasis on Leisure House Clothes Including Shoes. Many 


Types Were Featured in a Variety of Materials. College Shops Also 


Make Strong Point of Lounging Clothes. 


by BERNICE STEVENS 


This emphasis on lounging apparel 
in department stores and specialty 
shops will obviously bring with it a 
demand for attractive boudoir and 
lounging slippers. Interest evidenced 
by buyers in attendance at the style 
show and the heavy orders placed on 
this type of merchandise should indi- 
cate similar promotional possibilities 
in shoe departments and shoe stores. 
Buyers were advised to take advantage 
of the fact that women will be staying 
at home and will be entertaining at 
home and will be more in the market 
than ever before for merchandise of 
this type. In fact, in some quarters it 
was suggested that women be encour- 
aged to build a “stay-at-home” ward- 
robe for themselves. Practically every 
type of slipper was shown on the run- 


way during the style show, although 
emphasis was placed either on very 
feminine and frilly shoes or on the 
playshoe kind of slipper to be worn 

with lounge suits and pajama sets. 
One of the outstanding new styles 
shown on the runway was a waffle 
weave man-tailored housecoat made of 
100 per cent Aralac, a protein fiber 
made from a milk base by Aralac, Inc.. 
a division of the National Dairy Prod- 
ucts. This garment in particular is in- 
dicative of the trend to replacement 
fabrics in wearing apparel, and points 
to the fact that regardless of shortages 
in familiar materials there will be a 
considerable amoqunt of merchandise 
produced for some time to come. A 
pair of matching scuffs was worn with 
[TURN TO PAGE 32, PLEASE | 
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Materials made by the 
Crede Process are going 
into many types of qual- 
ity shoes, two of which 
are illustrated here. The 
interior view in the shoe 
on the right shows the 
ventilating qualities. 


FASHION SHORTS :-.-- 


Revolutionary New Idea in Upper Material 
New, highly ingenious and practical, as well as at- 
tractive, is a development for the conservation of upper 
leather recently launched by Walter Ebling of Credé 
at 47 West 34th Street, New York. Mr. Ebling’s patented 
construction, which will be known as the Credé Process, 
consists of strips of material held together with stitched 
rows of braid which form the design in the finished shoe. 
Making the best use of available materials is the thought 
behind the invention. It makes possible the use -of 
secondary and imperfect qualities of materials which 
would not ordinarily be used in the construction of 
quality shoes. 

Also in line with this idea of conservation is the fact 
that this material can be used on old bases, thus elimi- 
nating the need for new designs,and new dies. The 
construction automatically makes the designs, accord- 
ing to Mr. Ebling. 


BASIC construction features make this an ideal mate- 
rial, in many respects, for the requirements of modern 
shoemaking. Extremely soft and pliable, it has a natural 
stretch sufficient for making elasticized shoes. The 
method of folding the stripping gives a smooth inner 
surface, which eliminates the need for linings, thus auto- 
matically conserving other vital materials. The result 
is a very cool light shoe with natural ventilation features. 
With this construction, fabric shoes can have ventilation 
just as easily as leather shoes. All these comfort fea- 
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tures make this an ideal material for use in professional 
shoes, in the opinion of Mr. Ebling. 

Important from the point of view of style is the pos- 
sibility of the use of almost endless combinations of 
materials and colors. 

The process is being made available to a selected 
number of quality manufacturers. 


New Importance of Asymmetric Treatments 


Shoes with side buckles, side ties and asymmetric 
silhouettes and treatments . . . dresses with side draping 
and side. ties . . . gloves with off-center trimmings: all 
these are in the current fashion picture. What does it 
mean? As use of materials is curtailed and kinds of 
trimmings are limited, originality in the basic design 
becomes the practical way of achieving new effects. 
Asymmetric treatments take no more material, some- 
times less than perfectly balanced designs. The result 
is a fresh different looking shoe . . . or dress . . . or 
handbag. 

In shoes, take for instance, a current pattern that has 
been widely accepted. It is a sandalized, high-riding 
stepin with a lowered outer shank line. Take another 
high-riding stepin which is the 1942 Fall version of a 
year-in-year-out continued style of an important quality 
manufacturer. A new feeling has been given to this shoe 
by lowering the outer shank line. Trimming details are 
cleverly used to emphasize the asymmetric treatment. 

[TURN TO PAGE 32, PLEASE] 
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Clever use of properties to 
dramatize the merchandise 
and to complete the window 
picture is illustrated in this 
Victory display. Each shoe 
shown must be in perfect 
condition, highly polished 
and well displayed to hold 


the customer’s confidence. 


How to Plan --- 
WARTIME SHOE WINDOWS 


Grouping and displaying 
of accessories along with 
the shoes featured makes 
this “Quality” window a 
“shoppable” one. The 
variety of merchandise 
contained in the display 
guarantees against loss of 
interest on the part of 
the customer. 





PRACTICAL SUGGESTIONS BY A DISPLAY EXPERT 
ON WAYS AND MEANS TO OVERCOME SOME OF 
THE PROBLEMS ARISING FROM PRESENT-DAY RE- 
STRICTIONS AND PRODUCE STRONG SELLING 
WINDOWS THAT WILL HELP CUSTOMERS SHOP 
FOR SHOES — SHOE PLACEMENT IMPORTANT. 


A window such as the one shown 
above encourages the customer to 
study the various groupings of shoes 
and maintains his interest in the mer- 
chandise shown. Although each group 
is a unit, the whole window is tied 
together by centra! vacation theme. 


the number: of 


WITH increasing restrictions limiting 
styles of men’s shoes, display of the 


styles that are 
available becomes a paramount necessity in the men’s 
shoe business. In planning and creating strong selling 
windows, some stores will have plenty of space and an 
abundance of props and background material at their 
disposal. Others must work with small window space 
and a minimum of backgrounds. But, regardless of the 
size of the windows and amount of materials at hand, 
all men’s shoe retailers will have to pay more than 
ordinary attention to display during the coming months. 

One of the outstanding authorities on methods for 
building better selling windows is W. C. Jinkins, with 
the practical experience of originating, planning and 
building displays for Nunn-Bush Shoe Stores. “The 
average men’s shoe store,” he states, “has a tough dis- 
play job in the first place, due to the fact that the dis- 
play man must incorporate many ideas, unit trims, and 
promotions. At the same time he must show the ma- 
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jority of his styles in a very limited space. This prob- 
lem is changing somewhat today, for with the number 
of styles of men’s shoes being reduced, the display man 
will be called on to tell a story with just a few shoes. 

“Since it is estimated that the average men’s shop 
today derives 70 per cent of its business directly or 
indirectly from its windows, it is imperative that every 
unit and every piece of merchandise in the window be 
made to count in the overall picture. This places great 
emphasis on each individual pair of shoes shown, for 
each pair shown represents to the shopper every pair 
of shoes of this particular style in the store, and an 
investment of anywhere from $200 to $500.” 

It is this factor, Mr. Jinkins points out, that makes 
it so imperative that each pair shown in the window be 
perfectly formed, laced and shined. This operation, 
starting with a raw pair of shoes in stock and getting 
them ready for the window, takes from 45 minutes to 

[TURN TO PAGE 33, PLEASE] 
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Tell the Men of Your Community 
About the Fall and Winter Shoe 
Outlook Through Newspaper Ad- 
vertising During 


NATIONAL 
MEN'S SHOE WEEK 
September 12-19, 1942 
Teach Them Care in Buying and 
Care After Buying. They Will 


Co-operate and You Will Profit 
Through a Better Knowledge and 


Appreciation of Shoes. 


Illustrations such as this can be 

reproduced in newspaper adver- 

tising and publicity, also used as 

window posters to give complete 

tie-up for National Men’s Shoe 
Week promotions. 


SOLDIERS and SAILORS FIRST! 


National Men’s Shoe Week is 
your opportunity to unite with your 
fellow merchants in a program of 
advertising that explains the shoe 
situation to the men of your com- 
munity. While it can be done by a 
single store, far greater force is 
gained through united effort which 
combines editorial statement with 
the ads of individual stores in an 
impressive spread. In most towns, 
the space would logically be a page 
or double page spread. A few larger 
towns might go in for a section, and 


_ smaller places may find a half page 


sufficient. But all can well use the 
cooperative idea to inform men of 
the community just what the shoe 
situation is, and ask their coopera- 
tion in leather conservation. 

Such a program of clear, honest 
explanation will make the going 
easier if and when shoes are not so 
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good as they are now, and also build 
up the ties of friendship and belief 
in your stores that will be a valu- 
able help after this war is over. 
The following is suggested as the 
editorial copy (or part of it) for a 
cooperative ad or newspaper page 
spread announcing National Men’s 


Shoe Week: 


MEN! 
YOURE ENTITLED TO KNOW 
ABOUT FALL SHOES 


Local merchants assure no imme- 
diate shortage but counsel care in 
buying and care after buying 
Waste Not—Want Not 
With civilian shoe production de- 
clining intelligent conservation is in 

. order 
In recent years we have been 


blessed with such an abundance of 
everything that nobody seemed to 





care if we saved or wasted. Now 
were on the spot and it’s entirely 
up to us who are not in the armed 
forces to determine, by our own 
care or carelessness, how long we 
are going to get along without re- 
quiring shoe leather substitutes. 
Right now, there are plenty of 
men’s shoes for civilians. But that’s 
due to stocks on hand. In 1943 
probably not over half as many 
shoes for civilians will be made as 
this year; the production decline is 
already under way, as military needs 
grow bigger and bigger. Already 
all the sole leather of the better 
weights required by the military 
forces are frozen, except for those 
released recently to repair shops. 
From now on, we’re going to draw 
on that “stock pile” of manufac- 
tured shoes to supplement the 
smaller production. Obviously, the 
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only logical course to follow is for 
every one of us to practice intelli- 
gent conservation. 

Intelligent conservation means, 
first of all, “choose the right shoes 
for your job.” Many men, making 
more money now, are buying better 
shoes. Some are wearing them for 
work for which they are not at all 
suited. For example, a shoe that 
might wear an office man for two or 
three years, and be an economical 
shoe at its higher price, would go 
to pieces in two to three weeks if 
worn for rough farm or garden 
work—or in any other place that 
requires specially tough leather. So, 
choose your shoes for your job, and 
try to have two pairs so that you 
can alternate them, a day’s rest be- 
tween wearings greatly prolongs the 
life of shoes. 

Take care of your shoes. Keep 


them shined. Keep them dry; if un- 


Co-operative advertising, pref- 
erably on a special National 
Men’s Shoe Week page or 
spread, is suggested as the most 
effective way to inform men of 
the Fall shoe situation and pro- 
mote an acceptance of available 
styles and materials. Accom- 
panying layout sketch is adapt- 
able to local requirements. 
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avoidably wet, let them dry slowly 
at room temperature, with paper 
inside to absorb moisture. Keep 
heels in repair. Keep “resting” 
shoes on shoe trees. Maintain your 
“wardrobe” of shoes, making re- 
placements with the idea of having 
the right shoe for the occasion. 

You can still choose shoes to go 
with your “off duty” clothes, but 
don’t hoard. It’s neither necessary 
now, nor patriotic. Be reasonable. 
Be sensible. Buy what you need and 
take care of what you have. 

This is National Men’s Shoe 
Week, an “open house” event being 
held by good stores across the coun- 
try. Included are local 
stores who invite you to come in 
and see the new Fall shoes and dis- 
cuss the situation, so that you may 
understand and appreciate what the 
shoe set-up is now and what it ap- 


several 


/ 


/ 


pears to be for the future. There 
will be nobody urging you to buy— 
no attempt to force a sale. Today, 
more than ever, we are “at your 
service,” and we earnestly desire 
that you understand how sincerely 
we feel our responsibility to you, 
our customers. 
(Signatures of participating 
stores) 

And here is another short edi- 
torial article that can be used as 
copy for a page or as copy for a 
cooperative ad, in whch case refer- 
ence to National Men’s Shoe Week 
should be added. During the past 
few weeks, information has ap- 
peared in Boot anp SHoe Re- 
CORDER that will serve as the basis 
for further articles or ads of infor- 
mative interest to your local men. 

SOLDIERS AND SAILORS 

FIRST 
Armed forces require vast amounts 
of shoes and other leather 
equipment 
‘Turn to Page 28, Please | 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Get Ready 


“DIFFICULTIES show what men are made of,” was a 
saying of the late George W. Brown of St. Louis; and 
now, many years later, it finds its true application. It 
seems that there was a sales meeting scheduled and 
Mr. Brown had some little stickers made up so that 
every man could paste the slogan right over his fore- 
head, on the sweat band, close to his brain. As Mr. 
Brown put it—every time a man tipped his hat or took 
it off, the slogan was there as a reminder. 

It wouldn’t be a bad idea to do that right now, be- 
cause the period of difficulties is NOW. 

Up to now we know there is a war on, but in the 
main, men in business have tried to avoid as much of 
the unpleasantness as possible. 

We are not, by nature, harbingers of calamity, but 
we must now recognize as inescapable the wholehearted 
service of every adult man and woman in this shoe 
industry, and we are entering the period of less shoe- 
making and less shoe business. 

Responsibility offers opportunity. Before long reg- 
ulations are to be issued restricting and confining the 
shoe business to a rigid policy of “waste less.” Every 
ingredient that goes into shoes must be judged as to its 
usefulness. Shoes must live longer; wear longer; serve 
better. Superabundance of sales promotion of extra 
shoes for extra enjoyment is out. 

This we do know—the American public is ahead of 
business and actually ahead of Washington in its desire 
fo go all-out-for-victory. Ask the public to do anything 
and it does it willingly—or it has already done it. The 
restrictions on sugar, gasoline, even foodstuffs are 
accepted by the public—and when it comes to wearables 
—new suits and new dresses are limited to needs. And 
all this with the public at large having more money in 
its pocket than it ever had before, but it is “careful 
money” —for bonds, stamps, savings and careful spend- 
ing. 

The man who isn’t public-minded today will be out 
of business tomorrow when the truth hits him in the 
face. Stores overloaded with stale inventory that won’t 
sell, evening shoes that tarnish through disuse and all 
the odds and ends of sport types and designers’ dreams. 
They had better take stock right here and now because 
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these old shoes may never sell. Lazy stock means lazy 
money. 

The bulge of business that was common to Fall 
because of great football events may not materialize be- 
cause of over-all transportation difficulties. Great 
changes in the public buying range apply more to big 
cities which have depended heretofore upon transient 
trade from an area maybe 100 miles around. 

The problem in the war equipment areas may be 
different because the present public mind is for new 
shoes and the question is how to get them. Because 
there is a definite drop in over-all shoe manufacturing 
due to the shortages of supply and changes in labor, 
the cry for new merchandise isn’t being answered on a 
designated delivery date. “Make-up” deliveries may 
lack “fill-ins” to round-out a season’s business. 

Yes, sir, you are in the war now, even though you, 
in your business, haven't felt much of it up to the pres- 
ent. Never in your business life has there been so great 
a need for an understanding of the public mind insofar 
as it affects wearables and shoes. Your greatest imme- 
diate responsibility is to fit and serve shoes that have 
the merit of wearability. Few customers are in the 
mood for high pressure salesmanship, forcing extra 
shoes for extra uses; for even-if the public has the 
money, it is not so minded. Your solution isn’t through 
volume—but through concentration. 

Your greatest opportunity is to assist in molding pub- 
lic opinion. In a democracy public opinion is the only 
absolute power. The public must accept you and your 
store as essential to shoes for purposeful work and 
proper relaxation. You can feel a pride in playing a 
part in preserving foot health—and prolonging shoe 
life, if we might use that term. 

There is a “crackdown” imminent that may alter and 
deflect your supplies—but if you have made your busi- 
ness strong and resilient, you will survive. You may 
even be facing the fact, so apparent in England and 
Canada, of doing less business and yet, by your own in- 
genuity and efficiency, you may be able to maintain it 
as an active business. 

“Difficulties show what men are made of.” “Making- 
time” is here. 
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Proper fit is of utmost importance in work 
shoes as the wearer is on his feet most of 
the time. Here a salesman in the Albert 
store checks a customer’s fit with the X-ray 


MISSOURI MERCHANT BUILDS PROF- 
ITABLE BUSINESS BY CONVINCING 
CUSTOMERS THAT QUALITY IS MORE 
IMPORTANT IN THE SHOES THEY WEAR 
AT WORK THAN IN DRESS FOOTWEAR 


“Buy Better Work Shoes” 
His Success Slogan 


ACCORDING to John Albert, owner of the John Albert 
Shoe Store in Wellston, Missouri, a great many shoe 
retailers are continually passing up an extra source of 
sales profits through falling in with the public’s notion 
that it is wise to economize on work shoes. 

“Our strongest selling point in turnover of all types 
of work shoes is telling the customer that he actually 
needs to buy a better work shoe than dress model,” Mr. 
Albert says, “whereas the average work shoe customer 
says ‘Oh, I don’t want to spend much for them; they’re 
only for work.’ When we find a customer attempting 
to buy a $3 pair of work shoes when he wears an ex- 
cellent $7 street oxford, we consider it our job to im- 
mediately point out to him that he works six days a 
week all day; that his feet undergo more risk of serious 
trouble in his work shoes than his dress footwear. This 
has been an easy point to get over with most such cus- 
tomers who value foot comfort at all, and it enables us 
to sell better-price, well fitted work shoes which will 
bring the customer back again. We trade up 90 per 
cent of the customers who come into our store with 
economy on their minds; and in such a way that we 
make friends of them at the same time.” 

Wellston, Missouri, in which the John Albert store is 
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located, is a populous suburb in northern St. Louis wit! 
a huge workingman trade at present composed of de- 
fense workers, farm people and factory employees. For 
this class, the store maintains a complete selection of 
work shoes from $4 to $7.50, selling 40 per cent of the 
store annual volume in work types chiefly above $5.00. 
Mr. Albert specializes particularly in police shoes and 
plain-toe black and brown types for “white collar work- 
ingmen” who make up half his trade. Above this, he 
specializes in good fitting, with sizes running from 7 up 
through 12 to 13 and 14, and widths A, B, C, and D. 
Narrow widths have been a consistent magnet for odd- 
size customers for several years, and the store keeps a 
sign in the window indicating that it carries all width 

where most workingmen are accustomed to shoes made 
only in EE and EEE widths. 

“We try to fit the work shoe as neatly as the dress 
shoe,” Mr. Albert explained. “Even when the cus- 
tomer insists upon spending as little as possible. Our 
salesmen have instructions to show a work shoe with a 
metatarsal innersole to every man who complains about 
discomfort, and to fit every foot for the proper size on 
the X-ray machine. I think we are the only store in 

[TURN TO PAGE 34, PLEASE] 
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TO EXECUTIVES: 


NOW YOU CAN HELP 





The Treasury's decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 
requests by purchasers who asked the 
opportunity to put more money into 
the war program. 

This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value, 


Save With... 





Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 


The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 

Don’t delay—your “fighting dollars” 
are needed mow. Your bank or post 
office has full details. 


War Savings Bonds 
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Expect Record Attendance at Conference 


N.S.R.A. to Hold Opening Style Meeting September 16th in 
Grand Ballroom at Waldorf with Government 
Representatives as Speakers 


New YorkK—In view of the plans of 
the National Shoe Retailers Associa- 
tion to devote a good part of the two- 
day Style Conference to discussions 
with government representatives of 
such questions as conservation and 
price control, indications are that the 
coming conference will attract a record 
attendance of both manufacturers and 
retailers. 

The fact that the Tanners’ Council 
is concentrating its leather exhibits to 
one large display will make it possible 
for a great many tanners and manu- 
facturers to personally attend the Style 
Conference sessions, who in the past 
have divided their time with the leather 
exhibits. 

In order to accommodate the expected 
record attendance, L. E. Langston, ex- 
ecutive vice-president of the N.S.R.A., 
has advised that arrangements have 
been completed with the Waldorf As- 
toria Hotel to hold the formal opening 
of the Style Conference on Wednesday 
morning, September 16th, in the Grand 
Ballroom of the Waldorf, which it is 
believed will very comfortably take care 
of the overflow crowds that have at- 
tended previous openings of these con- 
ferences in the Starlight Roof. 


Following the opening program on 
Wednesday morning, at which time 
representatives of the War Production 
Board and the Office of Price Adminis- 
tration will appear, the Men’s Shoe 
Style Committee will meet in the Jade 
Room at 2 o’clock, under the direction 
of George B. Hess, of N. Hess’ Sons, 
Baltimore, Maryland, who is chairman 
of that committee. 

The Children’s Shoe Style Committee 
will meet at the same time, in the Astor 
Gallery, under the direction of George 
N. Geuting, of Geuting’s, Philadelphia, 
who is chairman of that committee. 

The open meeting of the Women’s 
Shoe Style Committee, at which time 
the reports of the special committee 
will be read, will convene in the Jade 
Room of the Waldorf, at ten o’clock, 
Thursday, September 17th, under the 
direction of Mr. Albert Wachenheim, 
Jr., Imperial Shoe Store, New Orleans, 
La., who is chairman of that Com- 
mittee. 

Mr. Langston has announced that the 
attendance at the Style Conference will 
not be limited, as all who are interested 
in these discussions are cordially in- 
vited to attend. 





Soldiers and Sailors First! 


[CONTINUED FROM PAGE 23] 


While it is hard to get an exact pic- 
ture of the military shoe requirements, 
it is estimated by leather experts to be 
at least 45 million pairs for 1942, out 
of an all-time high of 425 million pairs 
for men, women and children made this 
year. The making of civilian shoes is 
declining as the military requirements 
increase, and naturally the men’s shoe 
production is affected most. However 
ample shoe stocks, no shortage for the 
civilian is expected this year, and per- 
sons “in the know” feel that there 
should be no serious shortage next year, 
dependent, of course, upon domestic 
production of hides and imports. 

Perhaps you have already read that 
the War Production Board has taken 
over the entire supply of domestic 
cattle hides and calfskins as well as 
buffalo hides, and imports are also allo- 
cated. After the military shoemakers 
get their requirements, we civilians 
come in. But do you know how many 
different departments get military 
shoes? Here’s the list—Army, Navy, 
Maritime Commission, Panama Canal, 
the Coast and Geodetic Survey, the 
Coast Guard, the Civil Aeronautics So- 
ciety, the National Advisory Commis- 
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sion for Aeronautics, the Office of 
Scientific Research and Development, 
and Lend-Lease—add them all together 
and allow for expansion, and you’ll 
understand why so many shoes and 
boots of leather are needed. Then make 
a note of over 400 other uses for leather 
in the military set-up, and you'll marvel 
with us that the situation has been 
met so well. 

In France and Belgium, wooden soles 
were in use very soon after the war 
started. Here, the military forces take 
the best sole leathers, but still leave 
civilians pretty good weights. And 
manufacturers have done a good job 
in designing shoes to save leather. 

In the past it was a man’s own busi- 
ness if he wanted to be wasteful. Today 
it’s different. It’s up to all of us to 
take an active part in making our shoes 
serve better and longer. Through in- 
telligent conservation we can continue 
to have leather shoes for some time to 
come at least. If we don’t save what 
we have it will be our own hard luck, 
because the people who make the leath- 
er and those who make the shoes are 
already doing their best to keep Ameri- 
ca well shod throughout the fight. 





War Work of British 
Leather Factory 


LoNnDON, ENG. — Still on the mark 
with the latest equipment for Britain’s 
Commandos is a London factory which 
gave the world the first leather driving 
telt ever used for transmitting steam 
power. The Commandos are being 
supplied with a new casualty carrier, 
a device of leather, webbing and cane 
strapped on to a man’s back. He can 
thus carry a wounded comrade and 
still leave his hands free for a rifle 
or a Sten gun. 

All kinds of war equipment are being 
made at this factory, all of them close- 
ly related to its peacetime work. In- 
stead of fibre suitcases for the home 
and export market, they make fibre 
cases for howitzer shells and machine 
gun carriers for mule transport and 
ammunition boxes and crates for air- 
craft. 

Leather from the factory’s own tan- 
neries which formerly went into the 
manufacture of high-class travel goods, 
sports wear, gloves and saddlery, is 
now used for binocular cases, naval 
cordite cases, and medical and instru- 
ment boxes, scabbards and cases for the 
machete knife, used for cutting a way 
through jungle undergrowth. 

Webbing, which the factory has been 
turning into ammunition pouches, hav- 
ersacks and other equipment since 
1908, is also being turned into anklets 
for the Army, which can be made at 
the rate of 20,000 a week. 

But the factory manages to find room 
in one corner to make a few basebail 
gloves for the Canadian troops sta- 
tioned in Britain. 


Large Soldier Shoe Business 


Ex. Paso, Texas—This city is experi- 
encing a big soldier shoe business from 
nearby Fort Bliss. Charles Gwen, of 
Gwen Brothers Shoe Store, reports that 
the sales center around a few styles. 
The soldier’s first choice is a tan plain 
toe blucher oxford, then a wide plain 
toe buckle, then a Norwegian blucher, 
foliowed by imitation moccasin oxfords, 
seamless vamp plain toe oxfords. 





War Stimulates Sales 


Of Higher Grades 


OKLAHOMA City, OKLA.—A marked 
increase in the better men’s shoe busi- 
ness is now beginning to be felt in this 
city due to the many new war indus- 
tries and army camps being established. 
William Nissen, of the Nissen Shoe 
Store, reports that July was the sec- 
end largest sales month in the store’s 
history. The men’s shoe departments 
at the Rothschild’s B & M Clothing 
Store and also in Paul’s Clothing Store 
report they are extremely busy. This 
city is still selling a great many men’s 
perforated wing tip and straight tip 
brogue oxfords. The demand for mili- 
tary oxford styles is just beginning. 
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This handy 
STOCK RECORD BOOK 


—and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 








Samet onas 5 rg ghee eS stock or style number consists of: 
. Be ee . 
z Rts “ete aa . mid asain a r Black, Cloth binder—11%” x 1354” $2.50 
bt ac Bae env aba jalaled ad ie} mand 100 Daily Sales and Stock Sheets, Gem $100) 
~ i | a PP) Sattiets uns and 1 Comparison Form $105 2.50 
IS, pera eg a 2 Invenf>ry Pads (100 sheets) £106 0.50 
ee | 2 Buying Order Pads (50 sheets) 2107 0.50 
(or 4 of each, as preferred) — 
EZR G.. $6.00 
a3 2 
vere (West of Denver) $6.50 
=" = (Sample sheets with guide jor use.sent on request) 
i: “ Sales Record Slips: Form D 
- sy 7. Per Pad (100 Slips) $0.25 
. ROEER Refund Record Slips: Form E 
x " Per Pad (50 Slips) $0.15 
I" Customer Record Cards: Form F 
S “ 100 (Size 5” x 3”) $1.50 
SEE re a | a (500 @ $6.25; 1000 @ $10.00) 
——— — Res BE rus —— e eee 
, ee ° 7 was sete i Ceiling price carton tickets, Form G 
or = Pe ol clea) 1%” x 3%” (gummed top) | gross $0.50 
Seller eet 1000 $2.50 
ee = reine ESYHNEAESORE Br, Shoe Carton Tickets: Form H 
at se Ne me cme 1%” x 3%”, 1000 $2.25 
5000 $10.00 
PROFIT CHARTS —2ic. each; an accurate method of 

















Extensive Promotion 
Maintains Demand 


INDIANAPOLIS, IND.—Play shoes have 
taken a leading role here and the con- 
tinued demand is due to excellent pro- 
motion in convincing advertisements. 
Shoe retailers say they are more than 
surprised at the growing demand from 
all walks of life. Some of the lines ex- 
tensively advertised are cross strap 
sandals with rope platform soles, Mexi- 
can slip-ons with rope sole, cross strap 
sandals with rubber sole, in bright 
colors and the most popular combina- 
tions. 

Another popular -shoe recommended 
for comfort and style combined is the 
ghillie oxford, with moccasin toe and 
rubber heel. Monk’s type oxfords, sad- 
dle oxfords, and brown moccasins for 
the college girl are also selling well. 
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figuring selling prices. 


Check with order, please, unless C.0.D. Shipment is 
preferred. 


Orders filled for any forms preferred. 
x k * 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 











Special emphasis is placed on the firm 
foundation of these shoes, designed for 
the most strenuous campus life. 
Nurses’ oxfords, recommended for 
easy walking, are sharing the extensive 
featuring of comfort footwear. Dealers 
say the demand for these shoes from 
factory workers is surprising, especially 
from women engaged in defense plants. 
School shoes are in good demand, ad- 
vertised for growing feet in saddles 
and moccasins, with a touch of color, in 
antique green and red. The lighter 
soles are a problem, and the youngsters 
don’t seem to understand the reason for 
the conservation of leather. There are 
some rubber soles available, but for the 
most part, sturdy oxfords in brogue 
varieties are most popular. One of the 
important things is correct fitting, and 
parents are demanding’ well-fitting 


‘shoes. 





To Make Wooden Sabots 


PorRTLAND, ORE. — Manuel Levinson, 
operator of a large shoe repair system 
in the Dekum Building, here, for the 
past 22 years, will shortly launch him- 
self as a shoe manufacturer to fill the 
craze for sabots or wooden footwear 
which has swept over the Portland and 
Seattle districts and other parts of the 
Pacific Northwest. Mr. Levinson has 
leased the building at 3005 N. E. Sandy 
Boulevard for the purpose, and will 
start the large scale manufacture of 
wooden shoes at an early date. He al- 
ready has contracts in hand for filling 
requirements of several of the largest 
department stores in principal cities of 
the area. He will employ a staff of 
fifteen persons at the start of opera- 
tions, using Oregen alder wood for his 
new manufacturing enterprises. 
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BLISTERING PAVEMENTS BLUSTERING DAYS 


The sun’s heat from without—foot heat from Hard usage, soakings, natural foot moisture 
within, cannot weaken, crack or cause changes are successfully resisted by CELASTIC. Linings 
in the shape, of toes formed with CELASTIC. always are smooth, free of wrinkles. 





CELASTIC ADDS TO 
HIS FOOT COMFORT 


CELASTIC is a positive means of adding a 
comfort element to footwear. As the shoe is 
made, this solution-softened box toe conforms 
to the contour of the last. In the wearing, that 
lasted contour is maintained—with pleasing re- 
sults. Inside the “box” formed by CELASTIC, 
toe activity remains free from the interference 
or discomfort of loose linings. Maintenance 
of the outside contour preserves a newer, 
trimmer appearance during the entire time 
that Matched Pairs are In Action. 
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Why Celastic Stands the Test of Wear 


Strength and lightness are inherent CELASTIC 
qualities. In its softened state the plastic in 
CELASTIC unites with the lining and doubler. 
The result is a permanently fused, three-ply unit 
assuring a firm, resilient box and a flexible tip line. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 








“SEND -IT-TO-THE-BOYS-IN-SERVICE” 


FREE DEALS ov Dr Scholls imroor BALM 





FREE DEAL ON 
DR. SCHOLL’S 
FOOT POWDER 


Each Unit Deal consists 
of 13 cans—7 with and 
6 without mailing boxes. 
YOU PAY FOR ONLY 12 
Complete with Counter Dispenser 


$275 7 S oy 





THE SCHOLL MFG. CO., Inc. 


FREE DEAL ON 
DR. SCHOLL’S 
FOOT BALM 


Each Unit Deal consists 
of 13 jars—7 with and 
6 without mailing boxes. 
YOU PAY FOR ONLY 12 
Complete with Counter Dispenser 


S278 Mss" 


HOT, TIRED FEET! 


213 W. Schiller St., Chicago « 62 W. 14th St., New York 





Stay-at-Home Clothes 
Featured in Style Show 
[CONTINUED FROM PAGE 18] 


this robe, and since the robe comes in 
a variety of colors offers numerous 
matching and contrasting combinations 

Among the other new styles shown 
were several quilted robes in flower 
print designs, an American Beauty 
chenille robe, a blue crepe lace-trimmed 
negligée, and a Windsor Pink crepe 
lace-trimmed gown and robe. There 
were a number of brushed rayon robes 
in wrap-around styles, a necessity due 
to shortages of zippers. A cotton gab- 
ardine double-breaster housecoat in 
a yellow and brown check with two- 
piece pajamas with slack type trousers 
was shown with tailored house slippers. 
Mules of various types were shown 
with the negligées and gown sets and 
many of the woolly or shearling type 
slippers with the flannelette pajamas. 

Government restrictions in the use of 
materials have not hindered the design- 
ers, it was pointed out in runway com- 
ment, and styles are just as pretty as 
ever. “Slim and short is the new sil- 
houette for negligées, housecoats, and 
lounging pajamas,” stated Miss Kay 
Ratto, merchandising counsel for the 
Mart, “Designers no longer vie as to 
who can make the ‘widest.’ Today’s 
designing provides good looking, entire- 
ly new garments made to fit.” 


Style shows conducted by college 
shops in Loop department stores also 
pointed to many promotional possibili- 
ties for dealers who serve this trade. 
Several divisions in each of the style 
shows were devoted to lounging ap- 
parel, showing one type of slippers for 
wear with pajamas, one type for wear 
with lounge suits which are really de 
luxe slack suits, and another for wear 
with housecoats. 


Fashion Shorts 
[CONTINUED FROM PAGE 19] 


Have you noticed the growing trend 
toward making the same shoe on three 
different heel heights? It is the clear- 
est indication of the way in which all 
types are being made on all heel heights. 
Dressy flats are just as common as, 
perhaps more so than, high heel tail- 
ored shoes. And yet, definitely tailored 
shoes on high heels are selling well in 
high grade shoes. On these heels, they 
have a more feminine, dressier look 
which makes them fit well into the 
picture of a daylong street town shoe 
which should not be too fussy nor too 
severe. On the other hand, the very 
low wheel somewhat dressy or opened- 
up shoe has a casual, youthful look 
which makes it adaptable to many occa- 
sions and costumes. 


“Claudia” Likes Low Heels 


San Francisco, CaL.—Dorothy Mc- 
Guire, playing the lead in “Claudia,” 
now having a big run in San Francisco, 
likes low heeled shoes. She has to have 
special shoes, simple pumps with a flat, 
slight wedge heel that enables her to 
move about with complete ease, and 
she has seven pairs of them. 


New Angles on 
House Slippers 
[CONTINUED FROM PAGE 16] 


slippers are ideal companion pieces. 

In the very pretty, feminine types, 
satin, satin and kidskin, velvet and 
crushed velvet are popular materials. 
They can be had in a variety of pat- 
terns, usually opened-up to give a more 
dressed-up, lighter effect. The pastel 
blues and pinks and rich royal blues 
and wines continue to be popular col- 
ors. . 

All types of slippers are being made 
with soft, cushion-y soles for added 
comfort. Attractive detailing includes 
pom-poms, rosettes, bows and hand-lac- 
ing of soles and ornaments in contrast- 
ing colors. The newest idea of all for 
the ankle length robes is the ballet 
laced slipper or some ribbon and bow 
adjustment tied well up on the ankle, 
as shown here. 





Z 7030 Blue Satin 

Z 703! Wine 
Satin 

Sizes 3 te 9 


quality Slippers 


both novelty and 
staple slippers in all 
smart types and 
colors. Plush—Satin 
—Felts 

Leathers. 


Terms 5°%/, 30 days 
GROVES SHOE CO.., 311 West Monroe St., Chicago 


Satin 
Z 7003 Black and 


Red Satin 
Z 7005 White Satin 
Sizes 3 to 9 Cost $1.70 


Send for Slipper Folder 


Groves presents 


a full and complete line of 


and Kid 





HANDY PRICE STICKERS for 


100 to a perforated sheet; width 
to fit your typewriter 


Book of 1452 
markers will 
mark 726 pairs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 


SHOES and CARTONS 





STOCK NO. 
12 sheets 


500 gummed and per- 


CEILING PRICE forated to a book. 
$4.50 1452 


OUR PRICE Price Markers 


$4.50 $2.00 


Check, M.O., or C.0.D. 
Actual size 
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How to Plan Wartime Shoe Windows 


[CONTINUED FROM PAGE 21] 


an hour. A mere rubbing off with the 
polishing cloth is not considered suffi- 
cient by most good display men. 

An extensive study of placement, 
unit trimming, accessory display, spa- 
cing, placing of price tickets and other 
advertising material is regarded by 
Mr. Jinkins as important in making a 
men’s shoe window both interesting and 
“shoppable.” By the term “shoppable,” 
he means an interesting window which 
contains enough different centers of in- 
terest, enough groupings and enough 
different points of attention to capture 
and hold the customer’s interest and to 
encourage him to “study the window.” 
If, he points out, there are a lot of 
things to see, his interest is captured. 


Each Pair a Unit 


“In making a ‘shoppable’ window, try 
to make each pair of shoes an indi- 
vidual, completely interesting, arrest- 
ing unit. Break up shoe units with ac- 
cessory groupings and arrangements of 
belts, socks, polish kits, etc. Thus, as 
a customer’s eye goes over the display, 
there will be something different at 
intervals, a psychological factor which 
encourages the customer to look fur- 
ther. I like to advise window trimmers 
and display men to keep in mind the 


fact that in trimming a window they ~ 


are writing a comprehensive sentence 
which prospective customers are to 
read. The main words are the shoes, 
and punctuation is placed in the form 
of the different accessories. Write the 
sentence as you would describe an in- 
teresting or exciting event. Choose 
your words and punctuate them well 
so as to give a complete comprehensive 
sentence from start to finish. The whole 
window is the paragraph, your window 
line is one sentence to be written into 
it, and each plateau or table unit is 
another, which all placed together make 
up the complete thought of a basic idea 
for a particular trim.” 


Placing of Shoes Important 


Placing of shoes in the window has 
much to do with the final effect, Mr. 
Jinkins has found. Often, the angle at 
which they are placed will determine 
whether or not they will sell. He 
recommends that each pair of shoes be 
framed in a definite frame of flooring 
and urges that they never be crowded 
too closely together causing danger of 
losing the individual unit idea in a 
mass jumble of shoes. It is better, he 
has found, to practice style rotation 
than to overcrowd a window. “Even 
such seemingly minor details as the 
placing of a price ticket are important. 
We have found that it is best never to 
place the price ticket at an angle to 
the window but rather place it parallel 
to it. This gives better visibility and 
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makes certain that the customer can 
read the ticket at a glance.” 

Props and backgrounds, although of 
great value, are not necessary, Mr. 
Jinkins states. “Good displays can be 
built entirely from merchandise. This 
takes some study and experimentation, 
however. All windows, in fact, should 
be tried out before they are actually 
put in. Many window display problems 
can be worked out on the backroom 
floor of the shoe store. A sample win- 
dow can be set up in a certain area 
designated to be used as a temporary 
window in which to experiment with 
arrangements, placements, unit trims 
and accessory units, if the latter two 
are to be used. A well balanced, inter- 
esting installation can then be achieved 
before the final job is done in the win- 
dow. Many things can be learned by 
experimentation with such a display. 
As an example I might cite the fact 
that we found that by wetting a man’s 
belt, winding it on a broom stick over 
night, we achieved a perfect spiral, 
and perfect spirals help make inter- 
esting display units.” 


Function of Display Properties 

Although windows can be built suc- 
cessfully with merchandise alone, prop- 
erties are not without their value. Mr. 
Jinkins recommends the use of small 
animal figures over which hosiery, 
belts, garters, and other accessories 
may be displayed. For backgrounds, 
he points out, fabric should be chosen 
to show to the best advantage the par- 
ticular shade or style of shoe being 
featured. “These complete setups 
should be changed all the way down to 
scratch from seven to eight times a 
year. The windows should be re-ar- 
ranged and cleaned, which means pol- 
ishing of shoes, dusting of fixtures, etc., 
every week or ten days. No window 
should remain unchanged longer than 
that. Keep your windows alive with 
trims which combine your merchandise 
with current events, national holidays, 
and all events of local interest. 

“Fixtures are an important part of 
window trim. There are many types 
on the market which are easily adapt- 
able to men’s windows of all types. 
Fixtures reflect the type of merchan- 
dise carried in the store. They can 
convey an idea of quality or they can 
just as easily destroy this idea. After 
censiderable experimentation in the 
Nunn-Bush stores we have found that 
the most adaptable type of all round 
fixtures for this type of display are the 
table units. These tables which make 
for greater visibility, are constructed 
of wood, metal, combinations of wood 
and metal, or wood and lucite. They 
are best used as tailor-made units which 
fit the individual window for which they 
are intended, rather than employing a 
standard stock fixture which may or 








NO LIMIT TO WHAT 
YOU CAN EARN UNDER 
PROFIT-SHARING PLAN 


Cc. H. McQUILLIN 
Manager 


HEALTH SPOT SHOE SHOP 
804 Walnut St. 
Des Moines 


The kind of success that Mr. 
McQuillin is enjoying shows 
that he is making the most of a 
splendid opportunity. His in- 
creased earnings prove that the 
Health Spot Shoe Shop profit- 
sharing plan is indeed liberal. 


Under this plan, there is a real 
incentive to make full use of 
your ability. The more you put 
into your job, the more you get 
out of it in the form of bigger 
earnings for yourself. 


The steady increase in this 
store’s volume attests to Mr. 
McQuillin’s ability and demon- 
strates how a man can make a 
business grow when he is happy 
and satisfied. 


You have the same opportunity 
as the many Health Spot Shoe 
Shop operators all over the 
country who are enjoying the 
best-paying jobs of their shoe- 
selling careers. 


NO INVESTMENT REQUIRED! 


You have nothing to invest, yet 
you receive a salary and a nice 
share in the profits. 


If you recognize this as the op- 
portunity you've been waiting 
for, send for an application 
blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 














Irresistible Displays .. . 


HE beauty and style lines of every shoe are «ccentuated 

through perfect forming. Fairy Forms assure this perfect 
forming, with a lovely color touch that adds glamour and 
allure. You can select just the right style Plain Toe, Tu-Toe 
or Twinkle Toe Fairy Forms from the range of sizes, heel 
heights and styles in which they are made. They are available 
in standard flesh tint and a wide variety of beautiful pearlescent 
effects. 


Write for complete catalog today. 


SHOE FORM CO. Inc. AUBURN, N. Y. 


may not fit a particular window. This 
type has been so successful that we 
have furnished al] new stores this past 
year with fixtures of this type and are 
now starting a campaign to re-do all 
of our older units with table fixtures. 
They are usually made in variable 
heights with a shelf arrangement; the 
tops are removable so that they may 
be recovered with fabric for changes 
in color schemes.” 

Attractive displays must be contin- 
ued inside the store as well as in the 
window, Mr. Jinkins has found. Cases, 
tables and floors should be well planned 
and well balanced units. In the Nunn- 
Bush stores he reports it has been 
found helpful in selling extra pairs to 
set up interior displays, such as niches, 
cases, and tables, with the future styles 
to be sold in the coming season. These 
displays help start the customer to 
thinking of the coming season and 
many times purchases are made from 
such interior displays, bringing the 
extra pair sale that really counts. 


Buy Better Work Shoes 
[CONTINUED FROM PAGE 26] 


the city which makes continual use 
of the X-ray equipment for work shoe 
fitting; a point which makes our cus- 
tomers advise their friends to come in. 
My salespeople have instructions neve) 
to look into the old shoe for size, and 
to always offer a shoe one size longer 
than is actually needed after measur- 
ing. We do this because we have found 
that most workingmen, particularly 
those on defense projects who came 
from farm homes are highly conscious 
concerning footwear size appearance. 
Many of the latter insist on 8 EE, for 
example, when they need a 9 or 9% 
By showing a size too long, we can 
then ‘come down’ on the size grace- 
fully and still make the correct fit. 

“We point out various foot ills which 
the man can expect if he doesn’t wear 
a well-made shoe, and refuse to guaran- 
tee our lowest price shoe,” he explained. 
“That almost always winds up with the 
man telling us to go ahead and suggest 
the right shoe.” 

In 28 years of business in Wellston, 
Mr. Albert has developed a specialized 
trade with long-term customers who 
prefer lined work shoes, and those 
which can be polished for appearance. 
For these he includes an extra large 
choice of plained toe types, and a vast 
range of sizes in police shoes. The store 
has on list a huge number of postmen, 
railway clerks, railroad men, engineers, 
street-car conductors and motormen, 
construction supervisors, policemen, etc., 
who demand well-fitted lightweight 
work shoes. On the other hand he 
maintains a duplicate stock in rough 
work shoes for construction workers, 
laborers, etc., which appeal to the men 
who punish their shoes steadily. Lately 
the store added a farm shoe exclusive- 
ly for the benefit of the farm boys who 
are working on defense construction. 
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Watson Stresses Need of Style Conference Returns to Joyce, Inc. 


Tanners Council Executive Calls It “‘Invaluable”’ 


to Manufac- 


turers and Retailers—Explains Leather Exhibit Plans 


New YorK—Merrill A. Watson, ex- 
ecutive vice-president of the Tanners’ 
Council has addressed the following let- 
ter to shoe manufacturers, explaining 
plans for the leather exhibit to be held 
in connection with the Spring Style 
Conference of the National Shoe Re- 
tailers’ Association at the Waldorf 
Astoria New York, September 16 and 
17: 

“You have probably seen from trade 
paper announcements that the members 
of the Tanners’ Council have decided 
that, in place of the individual exhibits 
by tanners at the semi-annual Leather 
Shows a single exhibit of leathers would 
be presented by the Council. Each tan- 
ner will send to the Council his inter- 
pretation of the official colors announced 
for Spring and Summer, 1943. These 
will be grouped in one comprehensive 
leather exhibit and shown during the 
Style Conferences of the National Shoe 
Retailers’ Association to be held at the 
Waldorf-Astoria, New York, on Sep- 
tember 16 and 17. While each tanner’s 
leather will be identified in this dis- 
play, there will be no organized attend- 
ance by tanners’ representatives. 

“The above action was based on 
recognition that unusual trade condi- 
tions prevailing at the present time 
indicate the need for conservation of 
both materials and effort. 

“For a number of years the Leather 
Shows and Shoe Styles Conferences 
have brought into focus many facts to 
further seasonal planning and to mini- 
mize risks. These objectives are more 
urgent today than ever before. For 
that reason we believe no one can over- 
look the importance and value to the 
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of the 
meetings 


shoe manufacturing industry 
conferences and committee 


which the National Shoe Retailers’ As- 


sociation are planning for September 
16 and 17. Together with the authen- 
tic display of official colors by all the 
leading upper leather tanners of the 
country, these meetings will cover the 
salient questions confronting the indus- 
try. Shoe manufacturers and retailers 
will find these sessions on September 
16 and 17 invaluable in planning their 
lines for the coming season.” 


Elmer G. Glidden, Sr. 


Boston, Mass.—Attended by maay 
friends and business associates, the 
funeral of Elmer G. Glidden, Sr., was 
held recently at the family home, 25 
Montview Street, West Roxbury, Mass. 
Mr. Glidden, who was 56 years old, 
was treasurer of the Northwestern 
Leather Trust of Boston, secretary of 
the Northwestern Leather Trust of 
Michigan and a member of the Marsh- 
field Country Club and the Highland 
Club of West Roxbury. He was born 
in Alton Bay, N. H., coming to this 
city in his early manhood, and had been 
connected with the Northwestern Leath- 
er Trust for many years. 

Mr. Glidden is survived by his widow, 
Mrs. Mary Hartnett Glidden, by two 
sons, Captain Elmer G. Glidden, Jr., of 
the United States Marine Corps, now 
in service in the Pacific area, and 
Robert Glidden, of West Roxbury; and 
by three daughters, Mrs. Margaret 
Kenney, Miss Ruth Glidden and Miss 
Barbara Glidden, all of whom also live 
in West Roxbury. 


PASADENA, CAL. — Joyce, Inc., an- 
nounces the return of L. B. Eastman, 
formerly in charge of western sales for 


L. 8B. EASTMAN 


that company. Mr. Eastman has spent 
the past eight months in retailing, hav- 
ing merchandised the L. R. Samuels 
store in Ogden, Utah. Prior to his first 
association with Joyce, he was shoe 
buyer for Neiman-Marcus. His return 
to the manufacturing end of the shoe 
business will be welcomed by his many 
friends on the Pacific coast. 


Heads Production of 
Powder Plant Shoes 


New York—Paul Ebling, formerly 
of Huth & James Shoe Company, has 
resigned his position there to join 
United States Rubber Company. Mr. 
Ebling will be in charge of the divi- 
sion making men’s and women’s shoes 
for wear in powder plants. 








Sherman Added as Third Shoe Fair Hotel 


Demand for Exhibit Space for *‘ America’s Shoe Market W eek”’ 
Necessitates Additional Display Room Facilities 
at Chicago, November 2-5 


CHICAGO — With leading manufac- 
turers of the shoe industry already 
signed up to participate in “America’s 
Shoe Market Week,” to be held in Chi- 
cago during the period of the National 
Shoe Fair, November 2, 3, 4 and 5, and 
further demands for display space com- 
ing in from other important firms, the 
National Shoe Fair this week an- 
nounced that arrangements have been 
completed for additional display space 
at the Sherman Hotel, where it is ex- 
pected some 200 exhibits will be as- 
signed. 

The Sherman is the third to be added 
to the list of exhibiting hotels since the 
Army Air Corps moved into the Ste- 
vens, forcing the fair to seek new 
quarters. The Morrison and Palmer 
House are the two other hotels to be 
used in housing exhibits of hundreds of 
firms showing their 1943 Spring lines. 

With only a few large sample rooms 
unsold on the lower floors of the Morri- 
son, and a similar situation existing at 
the Palmer House, where a very small 
number of large display rooms are still 
available, it became necessary to ex- 
pand the display room facilities to pro- 


vide accommodations for manufacturers 
whose lines required the small and 
medium size rooms. Rooms of this 
description at the Morrison and Palmer 
House are sold up. 

The Sherman Hotel, located within 
two blocks of the Morrison, has aroused 
a keen interest in manufacturers serv- 
ing the volume trade who were unable 
to secure the type of sample room most 
suitable to show their lines until the 
recent arrangement with that hotel. 
The size, type and participation fees 
prevailing at the Sherman Hotel will 
serve adequately those manufacturers 
who have in the past exhibited at the 
National Shoe Fair, reserving one or 
two small sample rooms. 

The National Shoe Fair official direc- 
tory used by all buyers in attendance 
will give complete listings of all firms 
exhibiting. The name of each company 
will be shown alphabetically and a 
second floor-by-floor listing under each 
hotel will easily identify every exhibi- 
tor. Buyers will find official directories 
available on all display floors of the 
three exhibiting hotels, where informa- 
tion and registration desks will be 


maintained. When the limited numbe 
of display rooms at the Sherman Hote! 
are exhausted no further space will be 
provided, it was announced by th 
National Shoe Fair. 

It is believed by the management of 
the Fair that all display space in th 
three exhibiting hotels will be com- 
pletely sold by early October. 


Robert G. Wilson 


Boston, Mass. — Robert Gardine! 
Wilson, retired shoe manufacturer, died 
recently at his home in Dorchester at 
the age of 80. Until his retirement 
about ten years ago, he had spent most 
of his business life in the shoe and 
leather business. having been associat- 
ed at one time with the Perkins-Lin- 
scott Company of this city and later 
with the Linscott-Tyler-Wilson Com- 
pany which had its offices on Lincoin 
Street and operated a shoe factory in 
Rochester, N. H. 

He leaves his widow and three chil- 
dren, Judge Robert Gardiner Wilson, 
Jr., of the Suffolk County Probate 
Court, Mrs. Marion Wallingford, of 
Belmont, Mass., and Mrs. Virginia 
March, of Dorchester. Throughout his 
business career, he had also been active 
in Masonic circles in which order he 
had held many high positions includ- 
ing that of senior grand deacon of the 
Grand Lodge Massachusetts. 





Shoe Workers Receive Four Minute Men Flags 





Norwood, O.—More than 700 employees of The United 
States Shoe Corporation stopped their work recently to 
participate in the presentation of four Minute Men Flags 
signifying that 90 per cent of the 3200 employees of this 
company's four Red Cross Shoe factories have pledged to 
buy U. S. War Savings Stamps and Bonds on the Payroll 
Allotment Pian. 

The presentation was made by Honorable James Gar- 
field Stewart, Mayor of City of Cincinnati, who was intro- 
duced by A. B. Cohen, vice-president and general manager 
of the company. The flags were accepted for the em- 
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ployees by Charies Keily, superintendent, Norwood, Ohio, 
plant; John Daniels, superintendent, Greenfield, Ohio, plant; 
Arthur Nichols, Harrison, Ohio, plant; and Mike Kelly, 
superintendent, Chillicothe, Ohio, plant. Paul Mason, gen- 
eral factory superintendent, presided at the meeting. 

Representing the armed forces were Captain Wm. P. 
Bowman, U. S. Army, Ensign L. C. Buckmaster, U. S. Navy, 
and Sergeant Robert Parmelee, U. S. Marines. The presen- 
tation was arranged under the guidance of Guy D. Ran- 
dolph, Chairman Industrial Payroll Aliotment Plan and B. 
R. Goldman of The United States Shoe Corporation. 
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Army Places Large Order Shoe Group Officers Cruise Great Lakes 
For Rubber Heels 


Boston, Mass.— The Boston Quar- 
termaster Depot announces the award 
of contracts to deliver 850,000 pairs of 
whole rubber heels divided as follows: 

Goodyear Tire & Rubber Co., 182,750 
pairs; United States Rubber Co., 175,- 
250; Hagerstown Rubber Co., 171,500; 
The Holtite Mfg. Co., 145,250; Hood 
Rubber Co., 87,625; and Monarch Rub- 
ber Co., 87,625. 

Other awards, some of them experi- 
mental in nature, include 1600 pairs of 
over-the-shoe waders to be made by the 
United States Rubber Co.; 504 pairs of 
cloth-top arctic overshoes with replace- 
able soles to be made by the Cambridge 
Rubber Co.; and 7367 pairs of gym- 
nasium shoes to be made by the Con- 
verse Rubber Co. 


Feature Leisure Footwear 

DETROIT, MICH.—A group of officers of the Michigan shoe groups, both retail and 
_ CHicaco, ILL.—Groves Shoe Company wholesale, spent a pleasant nine days cruising the Great Lakes from Detroit to 
is now featuring a long and extensive pyjuth on the S$. $. South American with brief stops at several Great Lakes ports. 
line of women’s boudoir slippers and = {nformal discussions were held for the forthcoming annual Shoe Fair, scheduled for 
other leisure and lounging footwear. November. Those making the cruise included Walter Magee of Crowley Milner & 
The styles include a wide variety of Co., president of the Retail Shoe Dealers’ Association; Guy Dixon, J. L. Hudson 
patterns in many fabrics and colors. A Company, vice-president; Mr. and Mrs. Sam Plotier, Original Sample Shoe Shop; 
special slipper folder has been prepared George Moore and Charles Fogal, Dunn & McCarthy representatives; and Miss 
to illustrate the line. Anne Urich. 
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Women's Shoes 
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K3454 Patent-hi heel—open 


toe 
All Aro K 3455 Patent - continental 
un heel—open toe 
K 3456 Patent-hi heel — 
closed toe 
K 3494 Suede-hi heel—open 


toe 
K 3495 Suede-cuban heel 
= open toe 
NO GaPenG K 3496 Suede-hi heel 
a closed toe 
a G 3484 Green crocodile-hi 
heel—open toe 
L 3484 Brown crocodile-hi 
heel—ope' 


NO SLIPPING 


n toe 
R 3484 Red crocodile-hi heel | 


—open toe 


Widths double A to C 


GIRDLE 
PUMP Extra Scan ous orders 
GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illincis 
Write for folder 
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OUR SPECIALTY 


Job shoes from the best factories 


BETT SHOE CO., INC. 
58 N. Fourth St. 
PHILADELPHIA, PA. 














M. J. Saks Catalog 


Compact catalogs are the order of 
* the day! One of the best has just been 
issued by M. J. Saks Shoe Corporation. 
It fits into a filing cabinet and the top 
tags read: “Dressy Suedes”, “After- 
noon Shoes”, “Modern Modes”, “Town- 
Tailored Calfskins”, “Spectators”, 
“Classic Pumps”, “Active Service Ox- 
ford”, “Platforms & Sandals”, “Play- 
shoes and Country Casuals”, “Mocca- 
sin-Ghillie”’. 

Not a waste word and ready for in- 
stant use, it takes the IF out of picking 
the right numbers at the right time. 
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$1.90 less 5% 30 days | 





Heavy Registration for 
Michigan Fair 

Detroit, MicH.—Reservations of dis- 
play space by shoe salesmen for the 
Michigan Annual Shoe Fair are far 
ahead of last year’s, according to Moe 
Cantor, secretary of the Michigan Shoe 
Travelers’ Club. 

“Changing the date to November was 
a wise move,” Mr. Cantor said. “We 
are finding that November is the best 
month to buy Spring shoes from the 
standpoints of both the retailer and the 
manufacturer. That is the time store 
owners want to buy for Spring, rather 
than as late as January. 

“From talk in the territory, we are 
convinced that this Fair will be far 
bigger than any preceding year’s. 


Appointed District Manager 


Boston Mass.—The W. L. Douglas 
Shoe Co. announces the appointment of 
Arthur R. Herner as district manager 


ARTHUR R. HERNER 


of their Cleveland and Pittsburgh ter- 
ritories. 

Mr. Herner, who has served as man- 
ager of several Douglas stores in Ohio 
and Michigan, has been with the 
Douglas Shoe Co. since 1936. 


Continue Discussions on 
Midwest Shoe Fair 


CINCINNATI, OHI0O—Though the Mid- 
west Shoe Fair, usually held in May 
or June, was postponed this year due 
to the war, the spirit of cooperation 
and comradeship back of this annual 
event still lives. The Fair organiza- 
tion, headed this year by Albert Klin- 
kicht, of the Miller Shoe Company, 
Cincinnati, continues to héld its regular 
meetings and to discuss plans which 
are necessarily held in abeyance pend- 
ing developments. 

When Pearl Harbor brought our na- 
tion into active participation in this 
global war, the committee in charge of 
the Fair felt that for the time being 
all effort should be directed toward 
winning the war; this is still the feel- 


ing of the committee. But as time pass- 
es some private opinions have been 
expressed which indicate that consid- 
eration is being given the idea cf 
holding a cooperative selling event or 
sectional showing of shoes for the con- 
venience of buyers in the surrounding 
territories who may not get to see many 
lines if they wait for the salesmen to 
call. With the possibility of national 
gasoline rationing, this idea takes on 
a fresh importance. Thus, as a hedge 
against a possible about-face in the 
position the committee took of post- 
poning the Midwest Shoe Fair for the 
duration, hotel reservations have been 
made for 1943. The end of the war 
might then be in sight, or the problem 
of travel might be so acute for sales- 
men that a group showing of lines will 
prove a matter of sheer conservation. 

The old idea of business as usual 
during war has, of course, long since 
been abandoned but in its place there 
is the conviction that some business 
must be done and profits must be made 
or there will be no economic structure 
on which to base the war effort. 

Last month Florence Guenzer, chair- 
man of the reception committee of the 
last Midwest Shoe Fair entertained the 
Fair organization at her country home 
upon the Big Miami River 25 miles 
northeast of Cincinnati. Mrs. Guenzer 
operates a successful shoe business at 
Reading, Ohio, and her country place 
is known as “Shoe Acres.” Over 60 
Southern Ohio shoe men and their 
wives enjoyed an informal afternoon 
and evening of games. Refreshments 
and a buffet supper were served. Frank 
Weber and his wife both happened to 
have a birthday that Sunday, and Mrs. 
Guenzer presented them with a huge 
red, white, and blue cake. 


Pvt. David Serling Married 


New YorK—Pvt. David G. Serling, 
who, before his induction into the Army, 
was a member of the firm of the Ster- 
ling Last Corp., returned to New York 
recently for a furlough and for his 
wedding. Pvt. Serling was married to 
Miss Grace Rosentaub at the Jewish 
Communal Temple in Brooklyn, N. Y. 
Arthur Serling, the bridegroom’s broth- 
er was best man; Mrs. Edna Reizer, 
a sister of the bride, was matron of 
honor. 

Shortly after the wedding Mr. and 
Mrs. Serling returned to South Caro- 
lina where Pvt. Serling is stationed. 


Stage American Victory Days 

PoRTSMOUTH, N. H. — Edward I. 
Shaines, owner of the large Shaines 
Shoe Store in this city, was instru- 
mental in staging American Victory 
Days, the greatest sales event ever held 
in this city. 

He is chairman of the Retail Board 
of Governnors of the Chamber of Com- 
merce, which sponsored the three-day 
event. It opened with a banquet in the 
Rockingham Hotel ballroom. 
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Stresses Need for Rapid Shoe Production 


Newmarket, N. H.—Lieut. William Eagan of the Boston Ordnance District of the 

United States Army is shown delivering a stirring talk on the need for large and 

rapid shoe production at a meeting of employes of the Sam Smith Shoe Corp. in 
the plant at Newmarket, N. H. 





1943 Spring Woolen 
Colors Issued 


New YorK — Playing up the high- 
spirited musical themes of Harmonies, 
which feature light and medium tone- 


on-tones, and Solos, highlighting lively” 


individual shades, The Textile Color 
Card Association has just released its 
1943 Spring Woolen Colors. In com- 
menting upon this advance collection, 
issued two months earlier than hast 
year, Margaret Hayden Rorke, man- 
aging director, explained that its cheer- 
ful color motif was inspired by Irving 
Berlin’s all-soldier show, “This Is The 
Army,” with its many sparkling song 
hits. 

Harmonies or tone-on-tone groups, 
highlighting soft pastels and subtle 
shades of medium register, are much 
stressed by Mrs. Rorke, as this method 
of presentation permits of more lati- 
tude in the various color ranges and is 
at the same time more economical from 
the dyestuff angle. Among these blend- 
ing tones, blues hold a prominent posi- 
tion in new renditions of the hazy ai 
type, as Altitude Blue and Airman Blue, 
Puritan Blue, a soft sky shade, and 
Valiant Navy. Greenish sea tones con- 
tinue their strong favor in California 
Aqua, Ocean Tide, Carib Turquoise and 
Seacoast Blue. 

In the beige to brown family, style 
emphasis is placed upon a smart natu- 
ral shade, Cream Sand, and a light 
Summer brown, Light Coffee. A rich 
coppery earth shade, Tropic Amber, is 
grouped with the pastel tone, Sky 
Coral. Subtle, muted gold shades find 
expression in Golden Maize and Sierra 
Gold. "Greens, which are again expect- 
ed to figure prominently in Spring and 
Summer fashions, are presented in 
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dusty yellowish versions, like Smoky 
Jade and Placid Green, and in clear, 
tluer types, as Acadia Green and Dar- 
ing Green. Reflecting a more animated 
note in the rose gamme are Rio Pink 
and the dashing Andes Rose. Ice Pink, 
a cool pastel, and the cloudy Horizon 
Rose are of more subdued character. 
Expressing the high-style-favor for the 
violet range are the soft China Mauve 
and Sunset Violet. 

Featured in the smart group of Solos, 
or single tones, are two light neutrals, 
Country Beige and Flight Grey, as well 
as more vibrant colors, including Heroic 
Purple, Gallant Gold, Brave Blue, Glory 
Green and Loyal Red. In addition to 
their importance for sports wear, these 
shades of lively tempo will serve as 
gay accent notes to basic neutral col- 
ors, 


College Fashions 
In the Spotlight 


SPOKANE, WASH. — Autumn colors 
played a prominent part in the two 
College Fashion teas which have been 
staged in the past weeks by Spokane’s 
two largest department stores — 
Autumn colors in shoes as well as in 
clothing. 

The Crescent held its college fashion 
show in the store auditorium on two 
succeeding days, with the stage set as 
the rear platform of an observation car 
and with a porter standing by to assist 
the models as they descended the train 
steps. 

The Palace also held its college show- 
ing on two days. 

Both stores had girls from the vari- 
ous Northwest colleges as models and 
as advisers. 
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Local Cooperative Advertising .. 
Adequate Markup . . 
Maintained Quality . . 
Efficient Stock Service . . 
Inquire regarding 
DOUGLAS FRANCHISE 
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Bowling Shoes 


ASCO 
BOWLING SHOES 
and OXFORDS 
No. 734L Wes. Ox. 1.90 
No. 732% Men's Ox. 2.00 
No. 731X Men's Hi. 2.10 

15 Additional Styles 
in Stock. All reg 
‘ combination soles. 
SEND FOR 
CATALOG 


ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C. 


No. 731X 
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PROMOTIONAL SHOES 
ST. LOUIS’ FINEST 

We are the largest distributors of top 
grade current shoes from 15 of the lead 
ing St. Louis factories 

AT-A-PRICE 

WOMEN'S — CHILDREN'S 
M. K. WEIL SHOE CO. 
\ 1326 Washington Ave., St. Louis, Mo. j 


MEN'S 





Publish Paper for 
Employees in Service 


CoLuMBus, OHI0O—Julian & Kokenge 
Company, here, is issuing an interest- 
ing publication for its employees, en- 
titled “Service Stars,” containing “‘news 
for and about the J & K boys in the 
service.” The second issue was dated 
August 21, 1942. 

Included are interesting items about 
various employees who have left the 
company to join the armed services as 
well as poems and items which will be 
of interest to these men. 
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Workshoes 
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— MEN'S & BOYS WORK SHOES 


Shades 


Honest Value 
In Boery Poie 
ROBERTS-HART, INC. 
KEENE, N. it. 
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SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOLN ST. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 


EDGAR S. KIEFER TANNING COMPANY 
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Bowling Shoes 
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"PROFESSIONAL 
BOWLING SHOES 


To retail at Combination soles | 
$2. i ight foot 


$3.95 Right 
. Rubber sole 
Rubber heel 
Left foot 


e' 
Leather sole 


SHOE MFG. CO. 
jarket Sts., Philadelphia 


Aid in War Chest Drive 


MILWAUKEE, Wis. — The shoe and 
leather industry here is well represent- 
ed on the committee for the local War 
Chest drive. Theodore F. Vogel and 
Charles P. Vogel, of Pfister & Vogel 
Leather Co.; Edwin A. Gallun, of A. 
F. Gallun & Sons Corp.; Mr. and Mrs. 
A. O. Trostel, Jr., and Frank L. Weyen- 
berg, of the Weyenberg Shoe Manufac- 
turing Co., are all working on the drive. 
Mr. Trostel, Jr. is head of Albert Tros- 
tel & Sons, tanners. 
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Open Modernized Store 


MILLERSVILLE, Wis. — Bitter-Neu- 
mann & Co. has opened its newly 
modernized and enlarged general store 
here. Interior of the store is finished 
with knotty pine paneling, which was 
cut from trees in the immediate locality. 
All dispiay counters are in natural 
wood finish, the ceiling is of light com- 
position material, and fluorescent light- 
ing is used throughout. The front of 
the building is of alumilited metal con- 
struction while the sign over the en- 
trance is made up of letters sandblasted 
into black vitrolite. The store carries 
a complete line of men’s shoes. 


Named Michigan 
Representative 


DETROIT, MicH.—Sam Rosenthal, rep- 
resentative for various leading shoe 
firms in the Michigan territory for 


SAM ROSENTHAL 


fifteen years, has been named Michigan 
representative for Rogers Brothers 
Shoes, Inc., of Boston, Mass. Mr. Rosen- 
thal maintains headquarters and dis- 
play rooms at 411 Empire Building, 
Detroit. 


Dickinson Appointed 
Shoe Counselor 


SEATTLE, WasH. — Representing a 
step forward in shoe merchandising in 
Seattle, Nordstrom’s Shoe Store at the 
corner of Fifth avenue and Pike st., 
has appointed a special shoe counselor 
of national repute. The management 
of this large two-unit store, with a 
branch in the University District, an- 
nounces the appointment of Rex Dickin- 
son, national shoe authority and for 
eight years a personal traveling repre- 
sentative of one of the country’s 
largest shoe manufacturers. 

Mr. Dickinson has served as shoe 
counselor for such stores as B. Altman, 
R. H. Macy, New York City; Marshall 
Field & Co., Chicago; Sommer & Kauf- 
mann, San Francisco; Meier & Frank, 
Portland, Ore., and Bullock’s, Los 
Angeles. He has been engaged by the 


Nordstroms to be available every day 
for personal consultation, to aid the 
regular shoe fitters and solve various 
shoe and foot problems of customers. 
In this capacity he will work with a 
specially trained staff. 


Sales Increase in 


Puerto Rican Store 


San Juan, P. R.—La Favorita, one 
of the oldest shoe stores in Puerto Rico, 
has increased sales over 35 per cent 
since opening a new modernized store 
here, and over 40 per cent for all four 
branches in San Juan, Ponce, Mayaguez 
and Rio Piedras, according to Fran- 
cisco Perez Fernandez, president of the 
corporation. 

To stimulate sales, the company in- 
stituted a system of straight commis- 
sions of one per cent on all sales. “All 
retail stores are having good sales this 
year on account of the increase in 


government jobs,” said Mr. Fernandez, 


“but the new store and the commission 
system of sales, has contributed a great 
deal to our increased business.” 

The new building is located at No. 
31 San Justo Street, on the heart of 
the metropolitan area of San Juan. 
The building was fitted out last Fall 
with new furniture and equipment; it 
is air-conditioned. 

Display windows in front of the store 
are made of synthetic glass which is 
now covered with anti-blast, in order 
to cooperate with national defense. The 
lighting system inside the windows 
and the store consists of special chrome- 
lucite lamps. 

The new building was designed by 
Sr. Eduardo Fossas, a Spanish archi- 
tect who also handled the interior dec- 
orating. 

Upholstery leather chairs make cus- 
tomers more comfortable inside the 
store. Small glass cases have been in- 
stalled on top of sideboards where spe- 
cial exhibitions of different types of 
shoes are maintained. 

La Favorita handles a wide variety 
of shoes for men, women and children. 
They are distributors of well-known 
lines of American made shoes. 

Styles for women in Puerto Rico 
follow the same trend as fashions in 
New York, according to Mr. Perez Fer- 
nandez. Principal colors are white, 
black, tan, and combinations. 


Promote Green for Fall 


SPOKANE, WaSH.—Stress on color 
was recently given by the Crescent 
which is advertising, “Green—the ex- 
citing new color for this Fall’s Foot- 
wear.” In display ads and throughout 
the department it is showing green in 
shoes at various prices. These greens 
are in pumps and strap styles, dress 
shoes and street models. Soft kid, 
suede, snakeskin and alligator are the 
materials; some models being studded 
with gold studs, some with ornamental 
stitching. 
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Buying Heavy on Early Fall Shoes 





Chicago Stores Report Advance Styles Selling Well—Black | 


Leads Early Demand, Dressy Types Featured 
in Promotions 


CuHIcaGo — With advance Fall sell- 
ing well under way by the middle of 
August, all factors point to an excellent 
retail shoe business in Chicago. Fall 
selling began earlier than ever before 
this year, with the consumers paying 
little attention to mark-down sales and 
buying new Fall shoes instead. 

Coincident with the early Fall open- 
ing on the retail front was the regular 
Chicago Fall market period and fashion 
openings held early in August in Chi- 
cago wholesale quarters. Good at- 
tendance, interest, and heavy orders 
helped create a boom on both whole- 
sale and retail fronts. In the whole- 
sale end, the new fashions showed many 
influences of new governemnt regula- 
tions and restrictions. In showings by 
the Merchandise Mart, the Style Crea- 
tors of Chicago, and the Style Exhibi- 
ters of the Morrison, feminine and 
dressy styles were stressed, indicating 
that although uniforms and tailored 
clothes will be important this Fall, they 
will not dominate. Black again looks 
to be an important color, with many 
color contrasts in royal blue, Amer- 
ican Beauty, Fuchsia, and other bright 
shades. Plums, blues, dark greens, and 
browns appeared in tweeds and street 
wear clothes. The draped silhouette 
appeared everywhere—in skirts, bodices 
and yokes. Beads, sequins, and nail- 
heads were used as decorations. 

State Street stores have been follow- 
ing along with Fall fashion showings 
in windows, advertisements, and in 
style shows in the stores. Considerable 
stress has been placed on college and 
campus wear with many recommenda- 
tions for shoe and hosiery wardrobes. 
Moccasins, espadrilles, and a few sad- 
dles dominate college styles. 

In other retail shoe promotions con- 
siderable stress is being placed on 
dressy type shoes. Although the trend 
continues to tailored styles, a number 
of buyers are of the opinion that ear'y 
Fall selling, at least, will be more on 
the dressy side. This is the opinion of 
several buyers in leading loop stwres 
who look for a reaction from the heavy 
emphasis on plainer shoes. 

Chicago has always been a good 
brown town, and although black is num- 
ber one seller, a good percentage of 
browns is being sold in alligator and 
in calfskin. Kona red and colors in the 
wine family are selling well, and there 
is interest in green. Walled toe pumps 
are featured everywhere, as are all 
types of pumps with bow trim, and all 
are selling well. Buyers believe that 
step-ins and pumps, particularly elas- 
ticised versions, will continue to sell 
well as long as they are available. High, 
medium, and low heel spectators are 
being shown everywhere and appeared 
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frequently in the various fashion shows 
for wear with street and afternoon 
costumes, 

Marshall Field & Company recently 
showed dark red shoes with other beige 
accessories in display cases in the main 
floor accessory section in a promotion 
theme entitled “Neutrals come to life, 
paired with deep rich red, good com- 
panions for the Fall ahead.” In the 
regular fifth floor shoe department 
Field has devoted several cases to spec- 
tators entitling them “Calfskin for your 
early fall casual” and “Spectator Pumps 
—your much beloved shoes for daytime 
wear.” 

Carson, Pirie, Scott & Co. is featur- 
ing “Wooden Indian Brown” as its 
promotional color in shoes and other 
accessories. Mandel Bros. are promot- 
ing the hand-stitched theme showing 
stitched shoes, bags, and gloves under 
the theme “Hand Stitched for Fall.” 

Charles A. Stevens & Son are push- 
ing black in both suedes and smooth 
leathers. O’Connor & Goldberg have a 
good showing of platform shoes in 
black, brown, and terra cotta and stress 
the flexibility of the soles. In the lower 


price ranges this group of stores is 


featuring dressy black suedes in sandals 
and open toe and open hee! pumps. 

The Joseph stores are paying par- 
ticular attention to their “barefoot 
pumps”—featured to be worn without 
stockings, which come in black with 
open toe and heel and trimmed with 
lucite bow. The Maling Stores in the 
lower price range continue to produce 
good promotional advertising copy on 
high style shoes. One recent promo- 
tion was devoted to braid trims referred 
to as “Gold braid on cool black suede 
leads the parade.” This gold trim is 
also being well accepted on gabardine 
and in brown, green, and wine. 


Let’s Get Acquainted Ad 


BuRLINGTON, lowa—Snyder & Hertz- 
ler, Inc., joined with other merchants 
of this city and a local newspaper in 
promoting a Let’s Get Acquainted 
Week. 

All merchants printed ads in which 
appeared the cartoons of store owners 
and their staffs. The newspaper edi- 
torial columns contained articles on 
Burlington scenic spots, societies, 
churches, growth, industries, ete. All 
merchants and clerks wore badges con- 
taining their names. All citizens were 
expected to make 10 new acquaintances 
during this week. 

Headline of the Snyder & Hertzler 
ad was, “Get acquainted with the peo- 
ple at Snyder & Hertzler who keep you 
happy on your feet.” 
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IN STOCK 


For Immediate Delivery 
Men's Antiqued Elk Loafer Slippers; also Women's 
and Children’s Sheep Wool Lined Bootees. All 
Slippers made on a Prewelt Process with Oak 
Leather Soles and Rubber Heels. 


NASHUA SLIPPER COMPANY 
LOWELL, MASS. 
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Cowboy Boots 
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JUST LIKE DAD'S! 
In Stock 


INFANTS CHILDRENS’ 


4/8 BYa-11V2 
$2.15 $2.65 
MISSES’ 


12/3 


$3.15 


NO. 2812 BROWN VAMP 
LT. SMOKED QUARTER 
Riding and Majorettes 
Also in Stock 
Horsehead Inlay 


CHESTER A. YARD CO. 


1709 LOCUST ST. ST. LOUIS, MO. 
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Jodhpurs—Riding Boots 
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JODHPURS 
$2.10 Up 

A, B and © Widths 
RIDING 
BOOTS 

$5.25 Up 
FIELD BOOTS 

$3.25 Up 


Boots & Jodhpurs 
IN STOCK 
Send for 
Catalog 


THE ARNOFF SHOE CO., INC. 


101 Duane Street New York, N. Y. 














Girls Make Good Shoe Clerks 


OKLAHOMA City, OKLA.—Waiting on 
the men is no problem for the girl 
clerks in the C. R. Anthony Stores 
here. Ray Anthony reports that the 
girls make excellent shoe clerks and 
have solved their own problem as to 
costume by wearing attractive slacks. 
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Classified and Want Ads 





SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





ALESMEN WANTED for manufacturer's 

line high grade Children’s Stitchdowns, car 
ried in stock in widths, for State of Texas 
Address #613, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, N. Y. 





HELP WANTED 


ALESMEN AND MANAGERS for Women’s 

Novelty Retail Stores and Departments. 
Small, aggressive Chain has openings in Wis 
consin and Illinois for experienced Mid-Western 
Shoe Men interested in a permanent connection 
at above average wages. Write in full detail, 
giving age, draft status, full employment record 
and references. Address #625, care Boot & 
Shoe Recorder, 209 S. State Street, Chicago, Ill 








ANTED: EXPERIENCED SALESMAN 

for exclusive Ladies’ Shoe Store retailing 
$6.95, up. Must have knowledge of shoe fitting, 
merchandising, window trimming, buying and 
general Managerial ability. Good salary. State 
experience, age, references, marital and draft 
status. Enclose picture. H. Klibanoff, Florence. 
Alabama. 





LINE WANTED 


WANTED: Women’s Sport Oxford or Novelty 

Line for Arkansas, Mississippi and Ten 
nessee to retail $2.50 to $4.00. Have a well 
established trade. Address #626, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








LIVE WIRE manufacturers’ representative 
desires lines of Popular Priced Playshoes. 
Huraches. Large following for volume business 


Address #628, care Boot & Shoe Recorder, 100 


East 42nd Street. New York, N. Y. 


Travelers in New Location 


Des MOoINEs, Iowa—The Iowa Na- 
tional Shoe Travelers have moved their 
headquarters from the Chamberlain 
Hotel to the Fort Des Moines Hotel, it 
is announced by H. C. Gruber, publicity 
chairman. The move was necessitated 
by the Army’s taking over the hotel for 
the use of the WAAC. The date for the 
Spring shoe show has been set for No- 
vember 15, 16 and 17, at the Hotel Fort 
Des Moines, and salesmen interested 
are asked to contact Rex Phillips of the 
hotel. 





AGGRESSIVE SHOE SALESMAN with 24 

years’ real experience, capable of rendering 
invaluable service as Manager, Buyer, Merchan 
diser; willing go anywhere. Address #624, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y 


MANAGER with 17 years’ experience in 

Volume Shops doing up to $400,000 yearly, 
wishes to make change. At present employed 
draft status 3-A; married; with one child; 
knows popular priced market. Would like posi 
tion as District Manager with live-wire Chain 
or Assistant to Buyer of Chain. Address Box 
#623, care Boot & Shoe Recorder, 140 Federal 
Street, Boston, Mass 








FOR SALE 


] PAIRS Ladies’ Dress Shoes and Ox 
° fords. Factory damaged nationally 
advertised brands; $1.50 per pair; sample case 
sent on request. W. M. SHAFER, BOX 604, 
LANCASTER, KY 





I-GRADE SHOE STORE in No. Central 

Indiana. Good business, location and lease 
Stock and fixtures $13,000. $10,500 to handle, 
no less. Act at once. Will be drafted. Address 
#627. care Boot & Shoe Recorder, 100 East 
42nd Street, New York. N. Y 





HOTELS 








FOR A GOOD DAY'S WORK 


IN ST. LOUIS 


COMPLETELY AIR-CONDITIONED + RATES FROM $3.25 








Back to School Week 


SAN FRANCISCO, CAL.— With the open- 
ing of public schools and the return of 
families from their vacations, shoe 
stores are featuring Back to School 
week, with special window displays and 
newspaper ads catering especially to 
school children. Sturdy types of shoes 
that will take a lot of punishment are 
featured for boys and girls alike. 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 

CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 














BUYERS OF 


MANUFACTURERS—RBTAILBRS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stecks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 


19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 














WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Treserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 

IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 














SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
408-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 














CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
s@ Advertisements for this page must be in our New York Office on Friday of the week preceding publication “2 
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To Hold Open Meeting on 
Price Regulation 


DetTrRoIT, MicH.—A special open 
meeting for all Michigan shoe retailers 
on the subject of price regulation will 
be held at the Hotel Statler, Monday 
evening, September 14, in connection 
with the Monthly Shoe Buyers’ Day. 
Arrangements for the meeting were 
made by S. S. Weiss, show chairman of 
the Michigan Shoe Travelers’ Club. 

A price specialist from the Office of 
Price Administration will give a talk 
on price regulation, and will be pre- 
pared to answer all questions of retail- 
ers. In view of the fact that a speciai 
checkup of retailers in this territory 
is expected to take place soon, shoe men 
are expected to attend in large num- 
bers. 

The combination of an important re- 
tail meeting on this topic, with the dis- 
play of shoes in which all leading shoe 
travelers will participate makes this 
meeting a genuine “double feature” for 
local shoe men. 


Feature Promotional Color 


CHICAGO, ILL.—Carson, Pirie, Scott 
& Co. are featuring “Wooden Indian 
Brown” as the store’s promotional Fall 
color in all accessories with special em- 
phasis on shoes. Several complete shoe 
windows were devoted to showing a 
variety of styles, both tailored and 
dressy, in this color. Shoes were tied 
in with other accessories in the regular 
fashion windows and in display cases 
in the main aisle on the first floor. 
“Remember the wonderful brown, part 
of the polychrome of the weather beat- 
en cigar store Indian?” reads the legend 
in one of the advertisements, and con- 
tinues, “It played up to the red, green, 
blue of his warpaint. Our Wooden In- 
dian Brown accessories are the logicai- 
beautiful way to point up your colorful 
wartime clothes. The American way 
to glamorize your neutral coverts, gab- 
ardine, tweeds.” The color is being 
featured also in handbags, gloves, hats. 
and jewelry. 


Jerry P. Eggert 


SEATTLE, WASH.—Jerry P. Eggert, a 
pioneer shoe retailer of Seattle, died of 
a heart attack recently, at the age of 
63. He had been ill only three weeks. 

Born in Sublimity, Ore., he had 
passed practically his entire life in the 
Pacific Northwest. He came to Seattle 
in March, 1889, and soon after the 
great Seattle Fire, he opened a shoe 
store with his three brothers. His store 
remained in operation for forty years. 
Mr. Eggert was active in its manage- 
ment until his recent retirement. He 
was a member of the Broadmoor Golf 
Club. Besides his widow, Myrtle, he 
leaves his three brothers who were co- 
partners in the early store, Henry L., 
Carl H., and Joseph S. Eggert, as well 
as a sister, Mrs. C. F. Bishop, Jr. 
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Philadelphia Buying Steadies 


PHILADELPHIA, Pa.—Reports from all 
department stores reveal that steady 
buying is now in progress. The trend 
has changed to more conservative types 
and colors. Open toes and open heels 
are still being sold in Market Street 
stores, but mostly to the very young 
trade. 

Blum’s, on Chestnut Street, are hav- 
ing a phenomenal run on a new campus 
shoe. A moccasin with a wedge is 
selling and at this store and Bonwit 
Teller, the closed toe and heel are in 
demand. 

At Strawbridge and Clothier’s Bud- 
get Shop, the buying has been steadily 
on the increase with the more conserva- 
tive types in black suede predominat- 
ing. This store is featuring a défense 
shoe with raised re-inforced toe for 
workers in defense plants. 

At Lit Brothers black suede predomi- 
nates, with wine as the follow-up. 
Colored alligator also is among the 
leading sellers. 

All stores agree that this year is far 
ahead of any year for some time in 
sales and continuous volume. The only 
letdown comes at the last of the month 
when patrons wait for the new period 
to open giving them 30 full days in 
which to straighten out their charge 
accounts. 

Snellenburg’s finds turftan in an- 
tiqued or polished leather with 10/8 to 
14/8 heels in greatest demand. The 
steady buying of the public has elimi- 
nated the need of monthly “sales” in 
this store. 


Shoe Store Volume Up 


Superior, Wis.—According to fed- 
eral reserve figures, business volume in 
the Superior area for the first seven 
months this year is 22 per cent ahead 
of that for the same 1941 period and it 
is at the highest level for this period in 
any recent year. Local retailers, in- 
cluding shoe merchants, report higher 
sales due to the war program, which 
has revived the ship building industry 
and boomed railroad and ore shipping 
here as well. 

In general, two trends are noted by 
merchants. People are buying more 
and they are paying their old debts. 
The latter is largely due to the new 
federal credit regulations. 

Shoe stores report their volume to be 
up from 25 to 30 per cent with better 
grades of dress shoes being sought. 
The large volume of work shoes being 
sold is a barometer of improved con- 
ditions. 


Suit Pump Selling 


SEATTLE, WASH.—In the special shoe 
salon of the Young Moderns Shop of 
Frederick & Nelson, a new wall last 
suit pump is holding sway, attracting 
the attention of youthful femininity of 
this city. 





MERCHANTS’ NEEDS 


HAPPY-FOOT-REMEDIES 
ARCH VIGOR—ARCH SUPPORTS 
ORRIS ROOT FOOT POWDER 
$2.00 per dozen .15 postage 
A superior remedy for sore, iteh- 
ing feet; relieves Athlete's foot. 

CALLUSGO SALVE 
2.50 per dozen 15 postage 
Removes Callouses and Corns. 
PLYMOUTH FOOT APPLIANCE 
& REMEDIES CO. 
Plymouth, Ohie 




















Who Sells It? 


Boot AND SHOE RECORDER has an in- 
quiry for the name of a wholesale shoe 
distributor in New York City carrying 
Solval Neoprene work shoe with half- 
inch visible dri-welt. Information that 
will enable our Inquiry Editor to reply 
will be greatly appreciated. 


To Manage United Last Branch 


RocHEsTEeR, N. Y.—William T. No- 
wack, manager of the St. Louis branch 
of the United Last Company for the 
past eight years, has been named man- 
ager of its Empire Branch in this city, 
succeeding Henry F. Loewer, who has 
been assigned to duty with its research 
department. 


The duties of the position to which 
Mr. Loewer has been promoted will re- 
quire him to maintain close contact 
with the various plants of the company 
and aid in working out solution of 
problems relating to styling, fitting and 
other matters concerning last modeling 
and production. 


Chevillet Superintendent 


Of Plant 


ROCHESTER, N. Y.—Paul Chevillet, 
who was stylist with C. P. Ford & Com- 
pany for several years and later be- 
came stylist and assistant superinten- 
dent of the Blum Shoe Manufacturing 
Company, has been made superinten- 
dent of the plant. He succeeds William 
Horne, who has become superintendent 
of the plant of Novelty Slipper Co., Port 
Jervis, N. Y. Erwin Fowler, who was 
with Consolidated Slipper Corporation, 
has been made assistant superintendent 
of the Blum factory. 


Moves Headquarters 


St. Louis, Mo.—The. Midland Shoe 
Company moved its headquarters Au- 
gust 14 from 503 N. Twelfth Street to 
1412 Washington Avenue, St. Louis. 
The new offices and storeroom include 
some 6,000 sq. ft. and is considerably 
larger than the old location. 

Midland operates a chain of leased 
departments in the Middle West. Frank 
Rice is president; E. L. Dehner, vice- 
president, and J. H. Jones, secretary 
and treasurer. 








Dates to Remember 


Monthly Shoe Show, Michigan 
Shoe _ Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

September 14, 15, 1942 


N.S.R.A. Spring Style Conference 
and Showing of American Leath- 
ers, Waldorf-Astoria Hotel, New 
York. September 16, 17, 1942 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chieago, Ill. 
September 28, 29, 1942 


Annual Meeting of the Tanners’ 
Council of America, Waldorf- 
Astoria Hotel, New York. 

October 14, 15, 1942 


Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 


York. 
October 18, 19, 20, 21, 1942 


National Shoe Fair, Hotels Mor- 
rison, Palmer House and Sher- 
man, Chicago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, Michigan. 

November 8, 9, 10, 1942 


Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. 


November 15, 16, 17, 1942 


Style Show and Market Season, 
Seuthwestern Shoe _ Travelers’ 
Association, Adolphus Hotel, 
Dallas, Texas. 

November 15, 16, 17, 18, 1942 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 





Makes Annual Contribution 
To Fund 


INDIANAPOLIS, IND.—Geo. J. Marott, 
owner of the Marott Shoe Store, is fol- 
lowing his annual custom of giving 1 
per cent of the sales of his store during 
the month of August to the Indianapolis 
Star-Salvation Army Penny Ice Fund 
to provide ice free to needy families 
in Indianapolis. 





Appointed to Chamber 
Of Commerce Post - 


CoLumMBus, OHI0—Herbert N. Lape, 
Sr., chairman of the board of Julian 
& Kokenge Co., has been appointed to 
the domestic distribution committee of 
the United States Chamber of Com- 
merce. 


William G. Hiatt 


CoLUMBUS, OHIO—William G. Hiatt, 
64, shoe designer for nearly 50 years, 
died Aug. 10 at Columbus, Ohio. A 
native of Logan, Ohio, he had been as- 
sociated with the H. C. Godman Shoe 
Co. for many years and prior to that 
time was with the old Riley Shoe Co. 
His widow, son and daughter survive. 
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